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of the small home owner. 
Upson Ceiling in the home 
of Fred Ludwig, President, 
Merritt Lumber Yards, 
Reading, Pa. 





A WHOPPING BIG MARKET! The 1940 Uilways s 
census revealed 18% of all dwelling units {(o;j;, g, 1 
in need of major repairs. That figure is 
now estimated to be around 30%. Much Woson auc 
of it is represented by long neglected By 
cracked ceilings. 


















































great part of this business can be 
ours! For homeowners, bothered with 
racking plaster, want ceilings of 

Anduring beauty and permanence. 


jsing Upson Ceiling Panels and Upson 
thad-O-Line Mouldings made specifi- 
ally for the purpose, a carpenter can 
pply a ceiling which will remain for- 
ver crackproof —a ceiling which will 
he more than a bare, uninteresting ex- 
banse. He can apply a ceiling which will 
become an integral part of the decora- 
ive scheme — adding modern charac- 
er, design and charm to the interior. 


ecan do the job right over old plaster 
without the dirt and muss which goes 
ith replastering. You can sell Upson 
eiling jobs at a good profit. And in 
bood volume, too, because one Upson 
eiling job invariably sells others. 














"Ee lace Upson Ceiling Panels high on 
your list for early restocking when war 
Hemands are eased. Write for details 
ow. The Upson Company, Lockport, 
ew York. 


And in the meantime—make it a busi- 
ess-getting habit: 


When you look up, speak up! Where 
cracking plaster is causing trouble, 


40 Nalways say ... “You need an Upson 
nits Ceiling, madam.” 

> 1S 

ich Upson Quality Products Are Easily Identified 
ted By The Famous Blue-Center 








Beautiful living room in the home of 
S. S. Gooding, Lockport, New York. 
Notice how the Upson Ceiling blends 
with the woodwork and contributes to 
the over-all charm of the interior. 
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In the modern home of Dr. E. E. Rice, 
Binghamton, New York, Upson Ceilings 
provide an atmosphere of distinction. 
Upson designs are based upon sound 
architectural principles and are adapt- 
able to any type of room. 















OPA Cracks Down 


The ever-growing number of suits 
being filed by the OPA against whole- 
sale and manufacturing lumbermen 
for alleged ceiling price violations and 
up-grading has centered in recent 
weeks in North Carolina where the 
total amount of damages asked from 
seven concerns is $1,270,000. The 
suits demand a permanent injunction 
restraining the wholesalers and mills 
from further violations and also tre- 
ble damages. : 

Up-grading charges are filed prin- 
cipally against the mills, and price 
violation charges against the whole- 
salers—the latter, for the most part, 
the result of up-grading. Wholesale 
outlets protest that it is very seldom 
that they see the lumber which they 
sell, and if the buyer files no com- 


plaint as to grade they have no knowl- 
edge of the actual grades of the ship- 
ment. OPA apparently feels that 
wholesalers are aware of any up- 
grading being practiced by the mills 
and place orders with them on that 
basis, it was said. 

Statements issued by lumbermen 
involved indicated their willingness to 
comply with OPA regulations. “We 
have not knowingly charged a price 
or commission in excess of that al- 
lowed by OPA regulations,” said one 
wholesaler. “Ever since OPA price 
regulations were published we have 
done our best to comply with them at 
all times covering all transactions, 
and have invited investigation of our 
records,” said another. 





Surplus Property 

The Surplus Property Act will prob- 
ably be amended in a number of 
points. It may be done at this ses- 
sion but probably will go over to the 
next session of Congress. In any 
event, the Surplus War Property Ad- 
ministration will continue to handle 
this business until the new Surplus 
Property Board has been appointed 
and takes over. Furthermore, the 
policies and procedures created by the 
SWPA, at least in so far as they are 
not nullified directly by the Surplus 
Property Act, will continue in effect 
until superseded by regulations issued 
by the new Board. This is a period 
of transition, made even more uncer- 
tain by the announced determination 
of some Congressmen to work for the 
amendment of the Act. 


Redwood Prices 


Direct-mill retail sales of 10,000 
board feet or less of redwood have 
been brought under coverage of the 
redwood lumber and millwork regula- 
tion. Mills in such sales may add 
$2.50 per thousand board feet plus 
delivery charge to the current f.o.b. 
mill maximum price. These sales are 
restricted to buyers, such as farmers 
and ranchers, located within thirty 
miles of the mill. This is an increase 
from the former footage limit of 5,000 
feet. The same amendment—No. 8 
to MPR No. 253— sets a maximum 
price of $15 a thousand for any lum- 
ber for which no specific price is pro- 
vided in the regulation and which is 
sold without prior application for an 


authorized price. It also establishes 
a price of $20 a thousand for all 
widths and lengths of dunnage. 


Fuel Sales Records 


All dealers in coal or other solid 
fuels are now required to give each 
purchaser an invoice, sales slip or 
receipt, containing full information 
about the kind of coal sold and the 
price. This is an OPA order; amend- 
ment 27 to RMPR 122. 


New Trucks 


ODT has announced that it is now 
accepting applications for certificates 
of transfer for purchase of new com- 
mercial motor vehicles to be built in 
1945. Those interested should con- 
tact ODT district offices. 


Hardwood Dilemna 


The National Association of Pur- 
chasing Agents and the National 
Hardwood Lumber Association issued 
conflicting opinions during this past 
week regarding the availability of 
hardwoods. The former group indi- 
cated that they were having less dif- 
ficulty filling their lumber needs—es- 
pecially in hardwoods, while the lat- 
ter predicted a further tightening of 
the hardwood shortage due to the 
accelerated truck body building pro- 
gram just getting under way. 

The hardwood association noted too 
the increase in demands for heavy 
sizes of hardwoods for lend-lease ex- 
port, and the stock piling of nine va- 
rieties of hardwoods for Army use 


after Jan. 1 which is now in progress. 
Ceiling prices have been adjusted to 
stimilate production of one inch hard- 
wood boards, a fact which has worked 
to disadvantage of other hardwood 
sizes. 

The purchasing agents’ view is 
thought to be the outgrowth of 
more equitable distribution of avail- 
able lumber to urgent war product 
manufacturers. 


New Yards 


The National Retail Lumber Deal- 
ers Association has received a good 
many requests for information about 
starting new distribution yards; says 
it is not necessary to apply to the 
WPB for approval; adds that three 
points call for special consideration: 
1. Lumber transferred from an old 
to a new yard must be sold under the 
conditions and restrictions of L-335 as 
though it had not been transferred. 
2. Applications on Form WPB-3813 
for permission to place certified but 
unrated orders should be accompanied 
by statements of need for inventories 
of lumber at the new points. 3. Un- 
certified and unrated orders, per- 
mitted under L-335, may be placed by 
the new yard without special WPB 
permission. Note, however, that OPA 
does require a yard that is started 
after Dec. 31, 1942, to apply for an 
operating license. 


Hardwood Flooring Price Rise 


An increase of two per cent in the 
maximum prices for maple, birch and 
beech flooring produced throughout 
the United States except in the South- 
ern, South Central and Appalachian 
hardwood lumber region has_ been 
granted by OPA. 

The higher prices are authorized at 
the manufacturers’ level, and may be 
passed on in sales at all levels of dis- 
tribution, including those to purchas- 
ers of flooring at retail. 

Representative new prices compare 
with the old as follows: 

Northern hardwood region hard ma- 
ple flooring, tongued and grooved, and 
end-matched, 43 inch by 2% inches in 
thickness and width. 

New Old 
Price Price 
ist grade—2 to 16 feet.$105,00 $103.00 


2nd grade—1¥% to 16 ft. 99.50 97.50 
3rd grade—1 to 16 feet. 82.00 80.50 


(Amendment No. 6 to Maximum 
Price Regulation No. 432—Northern 
Hardwood Flooring—effective Novem- 
ber 23, 1944.) 
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EDITORIAL 





Competition? 


Despite building restrictions and lumber short- 
ages, most retail lumber and building materials 
dealers have managed to operate profitably dur- 
ing the past two years. The fact has not escaped 
the attention of some other classes of retailers, 
many of whom have not been able to fare as well 
as lumbermen. 

The result has been to focus interest in lumber 
and building materials on the part of many poten- 
tial postwar competitors. Nor has this interest on 
the part of other retail groups escaped the atten- 
tion of lumbermen. Thus, there is considerable 
speculation among lumbermen regarding possible 
invasion of their prewar fields. In some quarters, 
speculation has reached the proportion of serious 
concern. This has been augmented by the almost 
universal agreement that the years following the 
war will see a building boom that will increase the 
favorable position of retail lumbermen and which 
has already spurred many new forces to contem- 
plate entering the postwar home building field. 

It is only natural that any field which, like 
postwar home building, promises great activity, an 
enormous market and attractive profits, should at- 
tract attention and lure new forces and new cap- 
ital. There is little doubt that some of these forces 
will come in and that, among those who do, some 
will make money and stay. | 

It is not the possibility of new entries in the 
field of home building that bothers lumbermen, 
but the threat in some cases that the new entries 
propose to eliminate the retailer in the distribu- 
tion and construction process. Up to date we have 
seen little or nothing that has not been tried be- 
fore to eliminate the retailers. There are the plans 
of some producers of prefabricated houses to set 
up their own factory-to-consumer sales branches. 
There are the plans of some department stores to 
sell homes and building materials, and of course, 
the plans of some other classes of retailers to sell 
building materials. All have been tried before, 
and all have either failed or have met with only 
negligible success. 

There is nothing in any of the plans we have 
seen thus far to indicate that they will be more 
successful than previous efforts have been. There 
is much to indicate that once business gets back 
to a normal postwar keel, the plans to circumvent 
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the retail lumbermen or encroach on his field will 
be recognized as forms of wartime hysteria. Not 
all of the circumventors or encroachers, of course, 
will discover the unsoundness of their course in 
time to save themselves from disaster. Many of 
them will, for awhile, be major headaches to deal- 
ers affected by their activities. This is enough rea- 
son to watch and study all threats carefully. But 
neither this reason nor-any other is enough to 
cause retail lumbermen to worry over the security 
of their position in the home building business. 
The dealer is the soundest and most securely en- 
trenched factor in the industry—and not by acci- 
dent. He occupies that position because he has 
earned it through demonstrating reliability over a 
long period of years. 

Neither the threat nor the actuality of invasion 
can undermine the confidence the building public 
has in him as the most reliable source of informa- 
tion on lumber, materials and home and farm 
building maintenance and repair. 

The challenge to dealer supremacy can be a 
threat or it can be an advantage. It can be a 
threat only if the dealer allows the challenge tc 
stampede him. It is clear to those who continuously 
meet and talk to dealers in all parts of the coun- 
try that there will be no stampede away from the 
basic policies of reliability, service and fair deal- 
ing that built dgaler prestige. 

It is equally clear to all who know current dealer 
thinking thatzconstructive postwar planning in all 
parts of the,fountry will result in even more effi- 
cient and cemplete building service from Amer- 
ican lumbermén than they rendered before the war. 

Since this fis true, the proposed invasions are 
serving to emphasize the importance of the dealer, 
and cannot help but do a public relations job of 
inestimable value to him. Therefore, looking at 
the whole Picture, it is advisable for the retail lum- 
berman to continue to make his plans for more 
complete building service; to keep himself fully 
posted on all developments in materials and in 
proposed marketing policies; to continue to select 
the materials and building services and methods 
which are both structurally and economically 
sound. In short, the best course is to continue a 
policy of alert and aggressive conservatism and 
then to welcome those who view the industry as 
green pasture. They are more likely to help than 
hurt. : 
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success can be found in the S. 

Pollock & Son lumber yard at 
Coldwater, Mich. For several years, 
through peace and war, the sales 
volume of this retail concern has 
increased steadily, and the number 
of employees on the payroll is now 
greater than at any previous time 
in the company’s history. 

Success for this yard, as for any 
good business enterprise, has been 
based on sound practices of adver- 
tising and merchandising. But 
there is a different side to the story 

a side that explains how this 
company managed to increase vol- 
ume even during the war when sup- 
plies of available lumber decreased. 

About 15 years ago, the company 
added a sideline. A few counters 
were placed in the salesroom and 
loaded with paint, hand tools, hard- 
ware and various other items in 
everyday demand. So successful 
has this type of merchandising 
been that it has become a major 
factor in the business. The adop- 
tion of “over-the-counter” selling 
was actually the turning point in 
the firm’s business history. The 
phenomenal success enjoyed since 
that move has been a decided fac- 
tor in shaping its plans for the fu- 
ture. 

The ultimate goal of the mer- 


A: INSPIRING story of business 





chants running this yard is the de- 
velopment of a real “one-stop” store 
where farmers and city home own- 
ers can purchase everything needed 
for building or remodeling. The 
fact that they have practically at- 
tained that goal has not lessened 
their interest in future planning or 
abated their desire for constant im- 
provement. 

Hal Smith, assistant manager of 
the concern, has good ideas of his 
own on the subject. “You can’t 
build anything with just a board,” 
he says. “You need a hammer, saw 
and some nails. A few years ago 
we were no longer content to sell 
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HARDWARE __|s: 


Exterior view of the salesroom and office, S. Pollock & Son, Coldwater, Mich. The lumber 
sheds and yard are in the rear of this building. Already pinched for room, this concern is 
thinking about remodeling soon after the war. 


“ONE-STOP” SERVICE 
INCREASES VOLUME 


a 


ea 


A few examples of the many lines handled 
by this aggressive, one-stop building ma- 
terials store. A complete selection of barn 
hardware and equipment, from the smallest 
brackets and pulleys to overhead carrier 
systems, satisfies the farm trade. Back yard 
picnic tables are a popular item for city 
customers. 


lumber to our customers and have 
them go elsewhere to buy the other 
necessary materials. We have 
offered a real service to our custom- 
ers and saved their time by putting 
all of these materials and tools into 
a single store. And by doing so we 
have increased our sales volume. 
That’s what we mean by ‘one-stop’ 
service. 

“We have no desire to encroach 
on other fields, but we like to sell 
everything that is legitimately con- 
nected with the building materials 
field.” 

Translated into terms of actual 
merchandise, this policy means that 
the store carries a complete line of 
lumber and building materials, the 
tools with which to build, plus a 
number of items needed for the 
maintenance, remodeling or beau- 
tification of homes and other struc- 
tures. 

That sounds like a big order— 
like it might be very complicated 
just to figure out what lines to 
carry. Any “one-stop” store, how- 
ever, must approach the problem 
from that direction. Actually it is 
not quite so complicated as_ it 

(Continued on Page 44) 
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little different from those built 

150 years ago. Originally they 
were built by rule of thumb; little 
consideration was given to the ulti- 
mate use of the building, labor sav- 
ing features or to the actual engi- 
neering of the structure. The pri- 
mary consideration was the avail- 
ability and abundance of the type 
of material from which it could be 
built. In the timber areas lumber 
filled this need; in other sections of 
the country farmers turned to 
stone, adobe or brick. Through the 
years, people have tampered with 
layouts of interiors, adapted new 
materials to existing barn shapes 
and varied the size, but this was 
done more by guess than scientific 
study. The structures that resulted 
did not serve the needs of the far- 
mer much better than the old barns 
built by grandpappy. In fact, in 
many cases the so-called new design 
was more costly and not so good. 

Today, however, the birth of a new 
day is in sight, for soon there will 
be rolling off the presses of the 
Government Printing Office a new 
United States Department of Agri- 
culture circular entitled Dairy Barn 
Requirements. This publication will 
establish for the first time a set of 
functional requirements for dairy 
barns from which engineers can de- 
sign a barn that will serve the 
dairy farmer economically and effi- 
ciently. 

I am going to digest and inter- 
pret the general phases of this cir- 
cular that apply to all barns and 
the specific points of the regular 
one and two-story barns, so that 
you will have these highlights for 
immediate use. But every dealer 


Priitte ai DAY BARNS are 


should write to the United States 
Department of Agriculture, Belts- 
ville, Maryland, and ask that his 
name be put on the list to receive a 
copy of the official circular. 


The Cow and Her Habits 
The dairy cow of today is little 
like the animal of grandpappy’s 
day, except in outward shape. To- 
day a yield of 10,000 pounds (1,- 
162 gals.) of milk per year is not 
uncommon from one cow and some 
animals are producing 40,000 
(4,650 gals.). 
When new born, the calf is sub- 
ject to scours and will quickly de- 
velope pneumonia when exposed to 
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POSTWAR Dairy Bawe 


By J. F. SCHAFFHAUSEN 


low temperature, and 
drafts. 

The heifer and mature cow, too, 
must be sheltered from rain, snow 
and cold winds. She will thrive and 
produce best in cool climates and 
suffers from high temperature and 
humidity. She is subject to many 
diseases and infections. The most 
important ones, from the stand- 
point of their relation to man are 
tuberculosis, Bang’s disease and 
Mastitis. The hoofs are adapted to 
walking on soft ground so the cow 
often injures herself by slipping on 
ice and smooth or wet floors. 

She must be quartered so that 
work can be done around her quietly 
and systematically without abuse 
or fright. 


dampness 


General Considerations 

A good dairy barn should pro- 
vide: (1) conditions favorable to 
the productivity, health and safety 
of the animals; (2) all necessary 
sanitary safeguards for the produc- 
tion of milk; (3) facilities and ar- 
rangements for economical use of 
labor; (4) safe, healthful condi- 
tions for workers. 

The effect of winds, lightning, 
termites, heavy snows and unfavor- 
able snows are important factors of 
design. Special consideration is 
necessary to protect the buildings 
from deterioration by inside condi- 
tions resulting from operation or 
service uses, fire, rodents and 
dampness. 

In some cases, local regulations 
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Right: One story 

dairy barn. Far 

righ4: Two story 
dairy barn. 
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differ from state regulations and 
from the recommendations of the 
State Agricultural Experiment Sta- 


tion. Therefore, they should al- 
ways be checked before plans are 
completed and the building started. 
It is hoped that these Federal! 
standards will bring about agree- 
ment and standardization on a na- 
tional code. 


Lecation of the Dairy Barn 

The dairy barn should be located 
on a well-drained site to the lea- 
ward side of the house, away from 
other buildings. This site should 
afford a means of disposing of 
waste water. The long axis of the 
barn should be north and south. 

Bank barns should not be built di- 
rectly against a bank. An areaway 
three feet wide and six inches 
lower than the window sill should 
be provided to permit windows and 
vents in all four walls. A bridge 
across the areaway will provide ac- 
cess to the mow. 


Stable Arrangements 

When less than 10 cows are kept, 
stalls should be in a single row, but 
if 10 to 40 cows are milked, stalls 
should be in two rows. Stables for 
more than 50 cows should be di- 
vided by a cross partition near the 
center to reduce drafts and brace 
the building. 

When cows face out, the walls are 
not splattered with manure and it 
is possible to save labor by driving 
a manure spreader through the cen- 
ter alley for cleaning the stable. 
Also, closer supervision of help is 
feasible during the milking periods. 

When cows face in, feeding is 
easier. 

A 36 foot width will provide 
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more working space and permit the 
use of a high front manger. No new 
double stall row should be less than 
234 feet wide. 


Environment Requirements 

Stable temperatures should not 
fall below freezing and relative 
humidity should not exceed 75 per- 
cent except on extremely cold days 
when 85 percent and 90 percent 
must be tolerated. Dairy cows pro- 
duce most efficiently at the follow- 
ing temperatures: 


Zone Temperature 
| BP a ene 35 to 45 degrees 
Me hievls (aiavsvan Neve ccas 40 to 50 degrees 
BD sua elateaker 45 to 55 degrees 


In Zones 3 and 4 and portions of 
Zone 2 having six or more hours of 
winter sunshine daily, windows and 
doors will effectively ventilate sta- 
bles. In other zones, a special ven- 
tilating system is needed. A me- 
chanical fan system is the most reli- 
able as atmospheric conditions will 
not alter its efficiency, but a prop- 
erly designed gravity system will 
provide good ventilation most of 
the year. 
best with high outlet flues but can 
be used for a one-story barn. 

Inlets for air should be uni- 
formly spaced around the stable, 
but not within five feet of an outlet 
flue or a corner of the building. 
Inlet flues should be insulated on 
the warm side. 


Insulation 
Proper insulation will (1) pre- 
vent condensation of moisture 


A gravity system works’ 








where it will cause damage, (2) 
help maintain comfortable temper- 
atures for cows and workers, (3) 
permit adequate ventilation. 


MINIMUM INSULATING VALUES 


RECOMMENDED 
Zone 1 Zone 2 
Ceil- Ceil- 


Walls ings Walls ings 
Large Stables 40 7.0 3.0 5.0 
Small Stables 6.0 7.0 4.0 5.0 


Zone 3 
Walls Ceilings 
Large Stables 2.0 3.5 
Small Stables 2.0 3.5 


The values in this table should 
be increased by two units in the 
colder parts of each zone, or if the 
pens are included in the milking 
barn, or if the ceiling heights are 
greater than those recommended. 
All insulation should be protected 
from mechanical damage. 

Because of the humidity in 
barns, a vapor barrier is needed on 
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the warm side of the wall and ceil- 
ing. Insulated areas should be 
vented to the cold side. 

In Zone 1 and-on the north and 
west sides of buildings in Zone 2, 
storm windows and thick double 
doors are needed to conserve heat 
during winter. 


Floor Space 


Stalls: The length of stalls should 
be varied to accommodate large and 
small cows in a herd. The width of 
the stalls should be adjusted to the 
size of the cow; 3’ 6” widths ac- 
cepted as a standard today is the 
minimum for small cows of the 
smallest breed. It must be increased 
for big cows. 

Pens: If only one or two pens 
are provided, they should have a 
minimum size of 12x 12 feet. Spe- 
cial use pens should vary in size ac- 
cording to the size of the animal. 

Bull pens: 10x12 feet to 12x 16 
feet—partition height 5 ft. 3 in. 

Test cow pens: 9x10 feet to 
12x12 feet—partition height 4 ft. 
6 in. 

Maternity pens: 10x12 feet to 
12x12 feet—partition height 4 ft. 
6 in. 

Individual calf pens: 4x6 feet to 
6x6 feet—partition height 3 ft. 
9 in. 

Slatted or wire platforms raised 
several inches above the floor are 
recommended for calf pens. 

All pens should be equipped with 
a floor drain, water bowl and light 
outlet. 

Alley Width (exclusive of man- 
gers or gutters) : 

Feed alleys, when cows face out: 
3 ft. 6 in. to 4 ft. 8 in. 

Feed alleys, when cows face in: 
4 ft. 0 in. to 6 ft. 0 in. 

Litter alleys, when cows face out: 
7 ft. 6 in. to 10 ft. 0 in. 

Litter alleys, when cows face in: 
5 ft. 0 in. to 6 ft. 0 in. 
(Continued on Page 22) 
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Desigued 


AT POPULAR REQUEST 


at the requests of readers. A few times the 

readers have been polled and the house has been 
designed to conform to the desires of the majority. 
In this case, however, the magazine went one step 
further and after presenting the design which was 
based upon the poll, it took another poll to determine 
if the design actually was the most popular. 

Small Homes Guide in a nation-wide poll last year, 
which was reported in AMERICAN LUMBERMAN, No- 
vember 13, 1943, determined the majority wishes of 
a cross section of those people who would build houses 
after the war. They then asked architect L. Morgan 
Yost, AMERICAN LUMBERMAN staff member, to design 
a home to conform to those wishes. The house pre- 
sented here is the resulting design, which was pub- 
lished in the next semi-annual issue of Small Homes 
Guide along with 14 other popular house designs. 

Again the readers were polled and this house was 
easily the most popular of the entire 14 and its de- 
sign therefore is a good index to successful postwar 
house design. 

Its presentation here should be of signal interest 
to lumber dealers as a preview to the successful 
house for after-the-war business. 

There are many features in the house which may 
surprise the dealer by their extreme character. There 
are others which show definitely that the public is 
not ready and possibly never will accept certain de- 
sign features which some architects, notably Euro- 
peans, have attempted to put forth as modern. It is 
the feeling of many of the most successful operators 
in small home building that the modern home for 
after the war can be most comfortable in appearance, 
that is, that the functionalism need not strip it of 
the qualities of home. This house demonstrates that 
fact. It is built with sloping roofs, with trellises, 
window box, and stone veneer, all features which 
have long spelled home to many people. 

But the freedom of modern planning has not been 
sacrificed whatsoever. The living, dining and kitchen 
spaces are one continuously flowing area arranged 
for comfort and efficiency. The south wall of the 
house is almost entirely of glass. 

And remember that this house is the most popular 
home presented as determined by many thousands 
of reader returns! 

Open planning and large glass areas are definitely 
here as principles in the design of homes after the 
war and it would seem quite obvious that homes built 
without these features, will be adjudged as old pre- 
war houses. 
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There are many other changes coming about in the 
design of homes, and it is necessary for the dealer to 
acquaint himself with such new methods. Former 
methods of window construction, for instance, do 
not serve when dealing with entire wall areas of 
glass. Nor do former methods of house construction 
and framing obtain when the entire first floor of a 
home is one open area, possibly with the kitchen 
segregated. 

Further to make this study and report useful to 
the dealer who wishes to keep abreast of the trends 
in popular choice, the design for this home has been 
developed into the detail drawing stage to work out 
its entire construction, and AMERICAN LUMBERMAN 
has arranged to offer blueprints of this house to deal- 
ers so that the construction may be studied. The 
price is $7.00 for one set of plans. Should you wish 
additional sets of plans, they may be had at $3.00 
each. 

The construction of this home is largely of 2 by 4 
studs in the usual manner. The exterior veneer is 
shown as stone, though it could just as easily be clap- 
board or brick. “ 

The house has no basement, a feature which is 
popular with many small home builders, particularly 
when no basement workshop, dark room, etc., is 
necessary. 

The garage is attached to the house, though there 
is no door leading directly from it into the house; 
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as this would bring about the possibility of gasoline 
and exhaust fumes entering the house. 

However, the entrance approach provides a shel- 
tered passage from the main door to the garage. It 
may be noted how the garage, which becomes the 
location of the entrance to the house as most people 
enter and leave their homes by means of the auto- 
mobile, is located next to the main entrance door. 
Also the kitchen is located next to the entrance door 
so the housewife when shopping may enter the front 
door and thence directly into the kitchen. 

The service door for deliveries is located at the 
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AGE 
j side of the house so that this feature is separated 
p from the family entrance. 
f Storage space and a spot well-lighted by glass brick 
K for a work bench are provided in the garage which 
is equipped with an overhead type door, the prefer- 
ence of the reader poll. 
Entering the front door one finds himself in a 
well-planned hallway from which the stairway leads. 
The entrance to the living room for privacy is not 
he directly ahead of the entrance door. A sliding door 
to is used between the kitchen and the hallway so that 
er it may be left open without being in the way. 
do The stairway is of very simple construction elimi- 
of nating the conventional nosing and cove molding. A 
Qn simple balustrade, unique in that it runs to the ceil- 
a ing, is composed of three-quarter inch round mem- 
on bers. Underneath the stairway is a closet for general 
storage. Another generous closet for coats also is 
to equipped with shelves. 
1s It will be seen that in the center of this plan is a 
n “core” composed of chimney, heating plant, sink and 
it laundry tray, lavatory, and coat closet. Thus most 
N of the mechanical and piping work is concentrated in 
]- this core. The second floor bathroom is located above 
le this core so that all plumbing is in the center of the 
h house. 
0 It is the location of the utility core which sepa- 
rates the various areas of the first floor. Remove this 
core and you would see that the whole area becomes 





S one large room, but strategically located as it is, each 
“ of the areas, living, dining room and kitchen and 
hallway, secures ample segregation. 

8 This core is built of masonry, in this instance 
brick or stone, as it is part of the chimney and as it 
contains the heating plant. ; 

The living room is generous in size (13x20 feet), 
e and two of the walls are entirely of glass, the 
glass area on the south side being shaded by a visor 
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composed of wooden slats, and that on the east side 
opening to the porch. It can be seen how spacious - 
the effect will be, having no apparent separation be- 
tween the porch, dining space and the living area. 
The plan shows how a curtain can be hung to sepa- 
rate this space when it is desirable. The dining 
space is also very generous, being 11 by 16 feet, 
though in measuring this it must be noted that this 
space overlaps the kitchen space, thus getting a great 
deal of flexibility and double use of the area. Again, 
storage is well considered and one entire wall of the 
dining room becomes a storage case of the buffet type, 
with doors and drawers. The porch is located for 
convenient service from the kitchen for pleasant 
summertime out of doors meals. 

A combination laundry tray sink with a cabinet 
underneath and shelves over, is placed as a part of 
the central core so that the plumbing runs directly 
into the duct space for connection to the water heater. 

The kitchen is lighted by a continuous band of 





windows directly over the work space and range, and 
a special cabinet is provided to hold the wash ma- 
chine and laundry equipment when not in use. 

The lavatory is placed in the central core and has 
a separate ventilating duct which opens to the roof, 


assuring fresh air. Sliding plywood doors form the 
inner wall of the lavatory and give access to the 
heater and to the duct and pipe space. Upstairs the 
bedrooms all face with glass walls to the south to take 
full advantage of the winter sun to assist the heat- 
ing plant. The roof overhang again shields the 
rooms from the hot summer sun. The master bed- 
room is divided into two portions, the sleeping por- 
tions and the dressing portion. The latter is equipped 
with one entire wall of wardrobe cases with sliding 
doors. The two areas are separated by sliding ply- 
wood doors so the dressing portion may be kept warm 
while the sleeping portion remains cool. 

The two children’s bedrooms are of a good size, 
large enough for a double bed each if necessary. And 
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a desk is built into each room with a book case above 
and each room also has a good size wardrobe closet. 
The bathroom is well lighted with a continuous 
strip window of the sliding type. The arrangement 
of fixtures allows plenty of floor area for each. 
A large linen closet with very generous shelf area 
also provides room for upstairs cleaning equipment. 
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There are many points of interest in the structure 
of this house which would bear detailed study. One 
of these is the method by which the large sheets of 
thermopane glass are installed. There is no sash, 
rather the glass is set into rabbets made in the 
structural members themselves. Six by six dressed 
posts are used between the glass areas as the struc- 
ture of the house, and the outer corner of these is 
rabbetted to receive the glass which is bedded in 
putty; then on the outside a facia board is screwed, 
the same width as the post itself. Thus the construc- 
tion is the simplest possible and no detraction is made 
from the open area. The complication of the usual 
window arrangement with rough opening, then 


frame, then sash, then glass, is reduced to the mini- 
mum, structure and glass. 

Of course as these panes of glass are fixed, and 
rightly so because they are large, ventilation is ob- 
tained by other means. The bathroom and kitchen 
windows, and the smaller ones in the upper hall and 
dressing room, are sliding casements. But the bed- 
rooms and living and dining areas are ventilated by 
wood louvers adjacent to the large glass panels and 
extending to the ceiling. These wood louvers are 
screened on the inside and arranged so rain does 
not enter. On the inside of a louver section is a 
solid door, weatherstripped, which may be opened 
and adjusted in any position to allow the required 
ventilation. This separating of vision and ventilat- 
ing has many points in its favor, and when explained 
to potential home-builders, invariably meets with 
enthusiastic response. The use of the thermopane 
glass eliminates the need for separate storm sash, 
and the fact that these windows are not open elim- 
inates the need for screens, thus the Spring and Fall 
chores of putting up and taking down of screens and 
storm sash, to say nothing of their initial expense 
and the time and expense of maintenance, are elim- 
inated. Also the view through the window is always 


clear and unobstructed by the storm sash or screens, 


and the cleaning problem of both of these items is 
obviated. Furthermore, the separation of the venti- 
lation from the view windows means that complete 
privacy may be had at night or if it is wished to have 
the room darkened, curtains may be pulled entirely 
across a window area without cutting off any ventila- 
tion. When the doors of the louver panels are closed, 
the curtains may be stored over them so the doors 
are not in evidence. The fact that these ventilating 
panels are not built in combination with the windows, 
means that furniture arrangements can be placed 
next to the windows just as if they were walls. 


It is such common sense arrangements as this 
which will gradually change the appearance of our 
homes from Eighteenth Century Colonial to a rational 
modern design. 

















Dairy Barns 
(Continued from Page 19) 





Cross alleys, never less than 3 ft. 
6 in. wide. This minimum width 
requires manger with curved ends. 

Ceiling Height: , 

Cold climates: 7 ft. 6 in. to 8 ft. 
0 in. 

Moderate climates: 8 ft. 0 in. to 
9 ft. O in. 

Warm climates: 8 ft. 6 in. or 
more. 

Construction Details 

Foundations: Footings to below 
frost line but never less than two 
feet. Foundation walls to 12 
inches above alley floor. Anchor- 
age for frame construction is 
needed. 

Floors: Concrete. All floors used 
by cows should be finished with a 
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wood float and sloped to the gutter 
or drain. Under the floor of cow 
stalls and pens a six inch gravel or 
crushed stone bed (or four inch 
partition tile) is needed. 

Mangers: A high front manger 
is more sanitary than the sweep-in 
type. The interior of mangers 
should be troweled smooth. 

Walls and Ceilings: They should 
be insulated, vaporproofed and easy 
to keep clean. Light colors will in- 
crease illumination. 

Windows: Four square feet of 
glass per cow, uniformly distrib- 
uted on both walls. In Zone 1 and 
the northern parts of Zone 2 three 
sq. ft. of glass area per cow, uni- 
formly distributed, is adequate. In 
other zones, four sq. ft. of glass 
area per cow is recommended. Win- 
dow sills should be four feet above 
the floor in alleys and five feet in 
pens. 


Doors: The proper widths are: 


Single door: 3 ft. 6 in. to 4 ft. 
Double door: 6 ft. to 8 ft. 


Bull pen doors: 4 ft. wide. 


Hay doors: 9 ft. to 11 ft. wide 
and 10 to 14 ft. high when fork is 
used; 11 to 12 ft. wide and 11 to 15 
ft. high where slings are used. 


Water Supply 

A minimum of 15 gallons of wa- 
ter per day for watering each cow 
and an ample additional supply for 
washing down is needed. One 
drinking cup for two cows is ade- 
quate when manger divisions are 
not used. For drinking cups a 
minimum pressure of three pounds 
is needed. 


Litter Disposal 


Manure should be hauled directly 
to the fields each day. Where stor- 


(Continued on Page 26) 
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HE NET PROFIT earned 
Tx operations is consid- 

ered only annually or 
semi-anually by most lumber deal- 
ers. In prewar days, this was poor 
business practice, but it did not 
hold the hazard it does today be- 
cause, before Pearl Harbor, condi- 
tions were more stable. Today, and 
in the postwar tomorrow, the dealer 
should know where he _ stands 
monthly if he expects to keep out 
of trouble. A recent survey indi- 
cated that 80 percent of lumber 
dealers do not make such compila- 
tions but are content with state- 
ments prepared over a_ longer 
period, from 3 to 12 months, very 
often the latter. 

Our war economy and the post- 
war period apparently not far off, 
bring monthly profit and loss state- 
ment analysis into sharp focus. 
War restrictions, some of which 
may be carried over to the postwar 
period, reconversion problems, the 
transitioa of war workers from war 
production to civilian output, unem- 
ployment for some, lower wages, 
heavy investments in war bonds 
that may or may not be cashed after 
war’s end to buy desirables not ob- 
tainable during the war or to make 
up a reduction in income, the heavy 
postwar investment in moderniza- 
tion by progressive businessmen, 
the marketing of new products, the 
introduction of new processes that 
may revolutionize industrial pro- 
duction methods, the returning sol- 
dier who won’t sell apples this time, 
high taxation, postwar govern- 
mental expenditures to keep unem- 
ployment in low—these and many 
other factors are likely to create a 
period of instability. 

In normal times, things run 
rather smoothly so that the analysis 
of operating figures may be let slide 
without serious results but the in- 
stability that will engulf all busi- 
nessmen for some time to come is 
an unwholesome condition that must 
be watched carefully by means of 
monthly analysis of the profit and 
loss statement. 

In discussing this matter with 
lumber dealers, we have discovered 
certain reasons why they by-pass 
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Wartime condit ve made 
that which w enience, a 
practical Only by 
checking item each 


month can a dal 
business has :wewe 


the monthly statement and will at- 
tempt to clear the mist in this 
article. One main reason, say deal- 
ers, is the necessity for taking 
inventory monthly. The majority 
of these dealers have no stock con- 
trol system, which will be essential 
to profitable management in post- 
war days when prices may fluctuate 
widely at times. Whether prices 
will go up or down after the war, 
no one knows. For a while after 
the last war, prices dropped, then 
went up. Some authorities state 
that our productive efficiency has 
been increased so much due to the 
stress of war that we won’t have 
inflation, that prices should de- 
crease instead of increase. Others 
say the opposite. The OPA asks for 
price control after the war. Many 
businessmen oppose it. 

The dealer must keep close track 
of the purchase prices of re-sale 
goods, stockturn, the comparative 
salability of re-sale items, particu- 
larly the new products offered, etc. 
He can’t afford to be heavy laden 
with lines that experience a big cut 
in price, he should know about how 
much stock is needed to keep post- 
war business moving at a maxi- 
mum-profit level, he can’t depend 
upon prewar figures. An adequate 
stock control system is the medium 
that will provide such vital infor- 
mation and supply him vvith a quick 
inventory figure for his monthly 
statement. Every six months he 
may take a physical count and 
adjust his stock records and book 
figures with the actual inventory. 

But even without stock control, 
the dealer can prepare a profit and 
loss statement monthly, although, 
in this case, the result will be more 
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of a guess. The procedure in- 

volves going back to the last 

statement and computing the 
cost of sales, using this percentage 
to sales on the current statement. 
The result will be the margin 
earned on merchandise sold during 
the current month. Although this 
will not give the profit to the dol- 
lar, the result is accurate enough 
to show comparative profit-trends 
monthly; then when inventory is 
taken subsequently, the margin 
percentage on the statement pre- 
pared at that time is the percentage 
to use on subsequent statements 
until inventory is figured again. 

Another reason why dealers do 
not prepare profit and loss state- 
ments monthly is their difficulty 
pro-rating expenses. The inventory 
figure at the end of a period takes 
care of the cost of sales, no pro- 
rating is necessary, but overhead 
must be pro-rated for the period to 
get an accurate net profit and this 
allocation must be consistent. Some 
dealers prepare monthly statements 
but disregard allocation or change 
the set-up each month. The result- 
ing figures are seldom worthwhile 
and make it impossible to compare 
profit month by month, which is an 
important essential of business 
analysis. 

Some dealers pro-rate only fixed 
expense, such as mortgage interest 
and depreciation, not realizing that 
certain variables also should be pro- 
rated, salaries and commissions, 
and taxes particularly. If the 
month ends on Wednesday and pay- 
day is the following Saturday, the 
outgoing month should be charged 
with payroll up to Wednesday; 
otherwise, the net for that month 
will be inflated, the net for the next 
month paying the bill. For some 
dealers, 3-day’s payroll not charged 
up, may swell the net profit to twice 
its proper size. On such expense as 
light, water, incoming freight and 
express, telephone, store and yard 
supplies, travelling expense, rent, 
delivery expense, dues and _ sub- 
scriptions, heat and office expense, 
the charges are made “as_ is” 
monthly. Taxes, mortgage interes? 
and other interest paid, insurance 
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and depreciation are pro-rated 1/12 
of the yearly expense per month. 
Salaries and commission are pro- 
rated according to the amount due 
but not yet paid as of the date of 
the statement. Legal and account- 
ing services, if high, should be pro- 
rated monthly, and in some cases, 
if an extraordinary expense, direct 
to net worth. Advertising expense 
may be charged to the month used 
or over a period of time if an ex- 
tended advertising campaign is 
under way. 

Repairs are usually charged ta 
the month incurred, but if high and 
cause a big cut in net profit, this 
expense should be taken into con- 
sideration when analyzing results. 
It is difficult to pro-rate repairs be- 
cause, unlike insurance or taxes, 
they do not cover any set period. 
Extraordinary repairs are some- 
times charged to net worth. For 
example, if a dealer had an $11,000 
fire with only $10,000 insurance 
coverage, it would be manifestly 
unfair to charge net profit with 
the $1,000 shortage in any month 
or over the year. Charge net worth. 
Likewise, with bad debts. If the 
dealer writes off $500 in bad debts, 
it would obscure comparative analy- 
sis to charge monthly profit with 
this expense without making an 
allowance for same. He may charge 
net worth although he would be per- 
mitted to deduct this as an expense 
on his income tax return in the year 
the debts were ascertained worth- 
less. The method of pro-rating bad 
debts is to set up a reserve for this 
expense, usually computed at a per- 
centage of credit sales, this per- 
centage being the average bad debt 
loss to sales for the past 3 years. 
In this way, the expense is divided 
evenly over the months. Bad debt 
losses are charged to the reserve 
and not to profit and loss. Social 
security taxes should be pro-rated 
on the basis of monthly payroll. 

It isn’t necessary to record these 
allocations in the books because 
that would mean excessive record- 
ings. Compute them on a separate 
piece of paper and then enter them 
on the statement. However, at the 
end of the year, the annual state- 
ment should be prepared as per the 
books and allocations entered. In 
some cases, such as depreciation, 
this expense will be closed out to 
profit and loss in full. In other 


cases, such as insurance, there may 
be a carry-over to the next year. 
For example, if insurance pre- 
miums were paid in March, 1944 
for one year, then, on December 31, 
1944, when the annual statement is 
prepared, the dealer will have three- 
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Poultry Project 
Creates Good Will 


“In the smaller cities and rural com- 
munities it is very important that the 
merchant has the good will of its citi- 
zens, present and future, and anything 
he can do towards increasing this 
friendliness is bound to be reflected in 
an increased volume of business,” said 
the manager of Taylor & Sons Lumber 
Co., Lyons, Kansas. “For several 
years a group of our leading merchants 
has sponsored a Boys and Girls Vic- 
tory Poultry Project and Show, which 
has brought us into close personal re- 
lations with the enterprising young 
people of our community. 

“In the early spring units of 25 baby 
chicks are available to any young per- 
son between the ages of 10 and 20, who 
is a resident of Rice Co. The recipients 
agree to carefully tend this little flock 
and to exhibit at the Fall Show a pen 
containing their best cockerel and two 
pullets, the three birds to become the 
property of the sponsors. If he does 
not exhibit he pays $3.50, as his share 


in the project. He visits his particular 
sponsor at least once every 60 days to 
report the progress of his flock, and at- 
tends any meetings at which instruction 
in the care of poultry is given. Not 
more than two units are given to any 
family. A contract embodying the 
terms is given each boy and girl, and 
this is signed by himself and one of his 
parents. 

“The Poultry Project is sponsored by 
as many merchants as the number of 
units placed. Last year these numbered 
70. This year a new rule has been 
added. All the youngsters who ex- 
hibited at last year’s show can apply for 
a unit of 50 chicks the following spring. 
It is our aim to encourage them to 
raise better chicks, and to exhibit them. 
Out of all the exhibitors last season 
all but four have applied for the in- 
creased flock. The birds are purchased 
from a local hatchery and six different 
breeds are offered. The White Rock is 
the breed most frequently chosen.” 





months’ unexpired insurance paid 
for and covering January, February 
and March, 1945; hence, the books 
should show a deferred asset for 
this payment. 

The dealer may carry pro-rating 
too far. For example, a purchase 
of 5,000 sheets of stationery may 
cost $25 and may lasta year. Theo- 
retically, this expense should be 
allocated over the year but it is so 
small that full charge to the month 
of outlay is more practical. The 
dealer must use his common sense 
in pro-rating. Always keep record- 
ings as simple as possible, although 
accurate and comprehensive, and 
use the same method of pro-rating 
at all times. 

Some dealers assume that month- 
ly profit and loss analysis will in- 
volve costing procedure, also 
pricing. It will simplify these busi- 
ness chores and assure greater 
accuracy. In pricing, the overhead 
is a percentage calculation based 
upon prior-period figures. If the 
prior period goes back six months 
or a year, the overhead percentage 
used in costing or pricing may be 
off the beam because burden may 
have increased or decreased since 
then. By means of a monthly state- 
ment, the overhead ratio for the 
prior month may be used on current 
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operations. For example, suppose 
the dealer prepared a profit and 
loss statement in June, 1944, finding 
overhead 35 percent of sales. He 
uses this percentage in pricing De- 
cember sales. Then he prepares 
another profit and loss statement 
and finds that overhead is 40 per- 
cent of sales. He shortcosted his 
sales 5 percent in December and 
maybe from the prior July, depend- 
ing upon when his overhead expense 
increased. 

In more stable times, such deflec- 
tions are less likely but in the post- 
war tomorrow, costs will fluctuate 
with great frequency, for a time 
anyhow; hence, the dealer must keep 
his figures under his spectacles con- 
tinually. Monthly profit and loss 
analysis is not difficult, even for 
the small or moderately-sized dealer. 

The lumber dealer who loses 
money doesn’t go into the red be- 
cause he wants to but because he 
doesn’t know he has hit the crimson, 
and he doesn’t know because he 
doesn’t get the bad news in time. 
A monthly profit and loss statement 
properly compiled in line with the 
directives in this article, will flash 
the red quickly so that the dealer 
can apply correctives before the loss 
runs heavy. 
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a great deal of company; which 

is another way of saying that 
my business is small. What is 
more, I realize that my business 
probably always will be small. But 
I don’t envy any other dealer in the 
lumber business or any other trade. 
I get a lot of satisfaction out of 
running my business. I keep 
happy. 

I never have subscribed to the 
theory that a lumber business has 
to be big in order to be good. And 
I have always been smart enough 
to realize that, though a lumber 
business wasn’t large, it still called 
for managing skill. 

Perhaps this is what is wrong 
with so many small businesses. 
The owners have a foolish idea 
that, just because a_ business is 
small, it will pretty much run it- 
self; all sorts of things can be done 
to it, and it will keep going. 

Of course, any such idea is silly. 
To begin with, what makes some 
businesses large 
and a good many 
others small? The 
personal skill of 
the owner is a 
large factor, I'll 
grant that. But, 
fundamentally the 
deciding condi- 
tion is the mar- 
ket. Take my com- 
munity, for ex- 
ample. If the 
town had but one 
lumber yard, and 
that yard had all 
the business, it 
would be a big 
business. Instead, there are four 
yards here, dividing, roughly, the 
same volume of total sales. The 
division of trade is unequal, of 
course; but every lumber yard here 
rates as small. 

From time to time, I have jotted 
down a number of rules for “keep- 
ing happy” with a small lumber 
yard. 


1. Keep your mind on your own 
show. Your “show”, of course, is 
your own business. That is where 
your thoughts ought to be, where 
your opportunity is, where you will 
make your profits. 

One of the worst things a small 
merchant can do is to be over-con- 
scious, in an aimless sort of way, 
of the large yards. Putting one’s 
thoughts on the other fellow’s show 
is, in a sense, playing his game. 

Psychologically, I have the atti- 
tude that what some big lumber 
yard does is a trifle, what I do is 
important and vital. It is as easy 
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to be as thoroughly wrapped up in 
a $40,000 annual volume as in a 
$500,000 one. 

2. Do a good management job, 
and let size take care of itself. The 
first concern of a small dealer 
should not be dollar volume. The 
primary objective is to operate a 
profitable business. The latter ac- 
complishment is a matter of ex- 
pense kept in line, profit margins 
maintained, sales made on an eco- 
nomical basis. In the big business, 
the owner must, in the nature of 
things, delegate a very high per- 
centage of the managing and op- 
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erating task. In the small busi- 
ness, the owner does proportion- 
ately far more himself, and for the 
rest he has a closeness of observa- 
tion that simply isn’t possible in a 
big business. 

So the basic conditions for high 
efficiency in operating actually tend 
to favor the small merchant. 

Let him do a first-class job of 
running his business. Within the 
potentials of competition and local 
consumption, this policy will build 
sales volume. 

3. Keep the business in sound 
financial shape. Small businesses 
as a group are far less scrupulous 
in meeting obligations than big 
ones. In a well-managed business, 
large or small, all obligations are 
met promptly when due. The small 
lumber dealer should not be proud 
of himself until he makes such a 
record. Moreover, until he does he 
won’t be as happy as he ought to 
be. There is almost nothing that 
will destroy the peace of mind of 
a merchant as 
will disorganized 
financial affairs. 

4. Have a 
modest drawing 
account — and 
keep family ex- 
penses well with- 
in it. I managed 
a small lumber 
business in bank- 
ruptcy proceed- 
ings at one time. 
I found that, for 
several years, the 
owner and his 
family had lived 
on the basis of a 
drawing account which was out of 
line with the lumber yard’s earn- 
ings. There was no valid reason 
for the concern going bankrupt. 

I suspect that a great many small 
merchants fall into this error. It 
is partly, of course, because they 
don’t really know what they are 
making; partly, because they wish 
to live in a certain way, maintain 
a front. Perhaps they hope, with 
good fortune, to build up the busi- 
ness to make the large family in- 
come they feel they need. 

Be sensible about this! The time 
to raise a drawing account is after, 


The name of the dealer who 
wrote this subjective article 
about the joys of operating a 
small lumber and building ma- 
terials business has been with- 
held upon his request. Likewise 
the photograph is merely illus- 
trative and is not a picture of 
the yard operated by the author. 
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not before, the business warrants 
it. And it is vitally important to 
the business, and its future, that 
family affairs be run on a business- 
like plan. In fact, I have always 
made it a policy to save money out 
of my drawing account. 

Even though my lumber business 
has always been small, I have com- 
manded for years now the financial 
respect—if you know what I mean 
—of the entire community. When 
a merchant saves money on his 
drawing. account, he is much more 
likely to conduct a profitable busi- 
ness. And even modest profits, 
which are made year after year, 
count up to substantial amounts. I 
own my home, business premises, 
and a farm; I am a director of the 
Valley National. 

The small merchant who plays 
his own game, and plays it care- 
fully, can aspire to such satisfac- 
tions. 


5. Keep up with the trade. Be- 
cause a lumber business is small, 
is no reason why the management 
must be unimaginative, careless, 
neglectful of opportunities. I have 
always read the trade papers. I 
am an active member of my trade 
association. Conversations with 
other lumber dealers, with the 
salesmen calling at my place of 
business, have always been oppor- 
tunities to keep posted and, occa- 
sionally, to pick up information I 
should apply. I have a small yard, 
yes, but I am an advertiser, and I 
try to make my advertising effec- 
tive. I always have encouraged 
employees to improve their skills. 

6. Don’t be afraid to imitate. 
I have used many ideas success- 
fully that other and larger yards 
introduced. 


7. Participate in community 
life. In this respect, insofar as the 
policy contributes to personal well- 
being and happiness, I believe that 
the small merchant has a big ad- 
vantage over the owner of the big 
business. Most lumber yards are in 
suburban districts which have a 
community life distinctly their 
own. (Most small yards are in 
small communities.) It has been 
very easy for me to “belong” to 
local clubs and societies; to con- 
tribute my share in church work; 
to serve on the school board. 

One doesn’t have to be a big shot 
to be a community leader in a small 
community. But joining in local 
activities of a civic, religious, and 
political nature is a very satisfying 
thing. One’s circle of friends mul- 
tiplies, until the merchant walks 
about, as I do, in a genial atmos- 
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phere of friendship and good-will. 
These things don’t interfere with 
good management of the lumber 
yard; they help. 

8. - Travel. The small business 
in the small, perhaps isolated, com- 
munity, has its grave dangers. It 
is possible for the merchant to be- 
come provincial, warped, narrow. 
All of us can point to cases—men 
who, running a small business, 
have more and more withdrawn 
within a shell, more and more culti- 
vated grudges and antipathies and 
antisocial ideas. 

Something must be done to re- 
move this danger. Local participa- 
tion, of the sort I have referred to, 
is best of all. But very good, too, 
and highly desirable is—travel. 

Let the small merchant “go 
places”. During war-time, travel, 
needless to say, is out. But nor- 


mally the lumber dealer can afford 
to take trips to the “big city’, to 
California, to Canada. He will re- 
turn reinvigorated and inspired, 
always with fresh spirit to effect 
improvements in his small busi- 
ness. 

Following such policies as I have 
described, the owner of a small 
business may find the enterprise 
expanding into others — perhaps 
with branches, or new lines, or 
projects in other trades. 

But whether this be the end re- 
sult or not, doesn’t matter much. 
The important thing is that the 
merchant has been a good mer- 
chant, a happy and contented mer- 
chant, and has made a success of 
his business and himself, within 
the limits of opportunity. 

Astute Management Spells Success 
for Lumber Yard, Large or Small 








Dairy Barns 
(Continued from Page 22) 





age is necessary, provide a covered 
fly-tight pit and a liquid tank. The 
distance from the barn should 
never be less than 50 feet. 


To determine capacity, allow 1.25 
cubic feet of storage space per day 
rer 1,000 pound cow. The floor of 
the pit should slope to the back to 
retain the liquid-if no tank is pro- 
vided. Tank capacity should pro- 
vide for 22 pounds of urine per day 
per 1,000 pound cow. 


Disposal of Drainage 

Drain lines under barn floors 
should be laid straight without 
bends to a manhole and settling 
basin outside the barn. The efflu- 
ent should never be spilled on the 
surface of the ground but carried 
to a cesspool or disposal field. 

Lighting 

Artificial light is needed for work 
after dark and in spaces that can- 
not be lighted by windows during 
the day. If electricity is available, 
no other type of lighting should be 
considered. Electric wiring and 
fixtures should all carry the Under- 
writers label and be of sufficient 
weight to carry their loads. Fix- 
tures and outlets should be water- 
proofed when possible or at least 
be water resistant. Sixty watt 
lamps will provide adequate mini- 
mum light in face out barns when 
placed in rows over each gutter 16 
feet apart. The lamps in the two 


rows should be staggered. Feed 
alley lamps should be spaced 3 feet 
from the wall and 24 feet apart. 
Each string of lights should be on 
a separate circuit. 

Dustproof fixtures are required 
in the hay mow and feed rooms. 


Storage Space 

Because the digestive system of 
modern cows enables them to util- 
ize large quantities of roughage, 
the storage requirements will de- 
pend on the feeding schedules of 
the individual herd. 

The bulkiest item to be stored 
will be hay and bedding. When 
loose hay must be handled, it is 
cheaper to store it in an overhead 
mow, but the savings are negligi- 
ble. With the overhead mow, a fire 
resistant construction for walls and 
mow floor is necessary because of 
the fire hazard. Hay chutes should 
be fireproof and equipped with self- 
closing doors, too. 

Storage of hay and straw in sep- 
arate buildings has definite advan- 
tages from the standpoint of fire 
safety for the animals. There is 
little labor difference between loft 
and separate storage when baled or 
dropped hay is used. 

Additional roughage storage is 
provided by silos. These should be 
placed on the side of the barn 
where winter sun can shine on 
them. An enclosed silage room, 
large enough to store the silage 
cart should be placed under the 
chute. The door on this room lead- 
ing to the barn should fit tightly. 
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WARTIME jitters 
right here at home are 
not uncommon. Men of 
advancing years who 
have been driving 
themselves too hard on 
necessary and confining 
jobs know before long 
that they have been 
under a strain. Repeti- 
tive jobs are filled with 
monotony. Many times 
these jobs are not physi- 
cally tiring —the ten- 
sion is mostly mental. 

The sufferers really 
don’t need rest. Just a 
change — something to 
put their thinking on 
another track—will of- 
ten do the trick. Many 
busy men have found 
that a woodworking 
shop in their own home 
is the ideal solution to 
their problem. 

Despite the popular 
notion, a home work- 
shop need not be an 
expensive undertaking. 
Anyone can start on a 
small scale with only a 
few hand tools. Then, 
as the need increases 
and the interest grows, 
a more extensive as- 
sortment is acquired, 
and later power tools 
are added gradually 
until the worker has a 
complete shop equipped 
to make even the most 
complicated type of 
furniture. 

There are dozens of 
helpful suggestions for 
the amateur as well as 
the experienced work- 


man in a new booklet “How to Plan a Home Workshop.”* 

Nearly every basement or storage room provides ade- 
quate space for the beginning of a workshop. When 
power tools are installed a check-up by a licensed electri- 
cian, to determine the adequacy of the circuits to carry 
the additional load is recommended. The establishment 
of a shop may also require the relocation or addition of 
lighting fixtures to facilitate work. 

Of prime necessity to an amateur shop is the work 
bench. It can be a simple affair with softwood framing, 
but preferably a maple or other hardwood top. Provi- 
sion must be made for a strong vise. 
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Delta Mfg. Co. photos 


Although the human models in these photos look wooden enough to be 
products of the machines surrounding them, these sample woodworking shops 
suggested by Delta Manufacturing Co., Milwaukee, Wis., contain the basic 
tools of craftsmen. According to a recent survey by this company home work- 
shops, either as a hobby or a business, will have a place in more than 60 
percent of all homes after the war. 


Home Workshops Offer 


Dealer’s Opportunities 


and corners. 


Then, too, there 
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should be cabinets and 
racks to accommodate 
tools and nails and 
screws and other small 
parts. 

Tools first needed by 
a beginner would in- 
clude one of each of the 
following: a nail ham- 
mer, combination 
square, screw driver, 
jack plane, set of au- 
ger bits, ratchet brace, 
combination oil stone, 
set of pocket chisels, 
folding rule, cut-off 
saw, rip saw, hack saw, 
hand drill, a level, and 
a pair of combination 
pliers. Supplies needed 
will be an assortment 
of nails, screws, hard- 
ware and glue. 

Power Tools 

Few workers today 
use only hand tools. A 
great deal of the cut- 
ting, shaping, joining 
and sanding can be 
done easier, better and 
much faster by ma- 
chines. Following is an 
outline of power tools 
indicating the advan- 
tages of each type of 
machine for the work it 
does. Which will be 
purchased first in the 
building of a _ shop, 
piece by piece, depends 
primarily on the types 
of woodworking pro- 
particular 
shop owner plans to 
undertake. 

Jig Saw: One of the 
most popular of all 
power tools; usually 


the first choice when the budget is limited. It is a jack 
of all trades, at its best when cutting intricate curves 


Lathe: Used for all kinds of turnings. With proper 
‘attachments it can be adapted to grinding, polishing, 
buffing, and sanding as well as central drilling. 

Circular Saw: Primarily for ripping and cross cutting 
lumber to accurate size. With attachments it will cut 
tongue and groove joints, serve as a shaper, or cut 

(Continued on Page 44) 


*Prepared by Delta Manufacturing Co., a manufacturer of home workshop tools. 
Available from American Lumberman, 129 No. Clark St., Chicago 2. 
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WASHINGTON CALENDAR 


Don’t expect much legislative spade 
work of Congress, these next two 
months. This is neither complaint 
nor censure; merely a statement of 
probable fact. 

The present session, with but a few 
weeks to go, will undertake only 
“must” business; some deficiency ap- 
propriations, a few resolutions extend- 
ing necessary laws that otherwise 
would expire of their own limitations. 
One or two of the latter COULD 
develop fireworks; as for example the 
Pearl Harbor trials. But few if any 
new legislative adventures are likely 
to be started by this Congress. There’s 
plenty of unfinished work on the 
agenda; but time is short, and both 
Congress and the country have a 
prejudice against so-called lame-duck 
legislation. 

The new Congress that will assem- 
ble early in January must get itself 
organized; and by the time this is done 
the Inauguration will be near. So if 
the hands get little legislative hay 
made before the last week of January, 
don’t decide they’re no good. That’s 
simply the way it is, following a Presi- 
dential election. 

The War Powers Act will be ex- 
tended, with little if any opposition. 
Unless contrary legislation is passed 
before the first of January, the Social 
Security taxes will double automati- 
cally. Senator Vandenberg leads the 
opposition to this increase; says it is 
nothing more than a revenue bill, since 
the government issues bonds against 
the sums paid in and spends the money 
on the war or what not. Vandenberg 
will attempt to have the rates con- 
tinued at their present level. White 
House and Treasury favor the auto- 
matic doubling of these payroll taxes. 

The proposed broadening of Social 
Security coverage will be introduced 
according to promise. But it will prob- 
ably be up for hearings before a com- 
mittee for some three months before it 
comes to a vote in the house. So 
don’t sit up, waiting for it. Some 
Congressmen say the surplus property 
disposal act needs extensive amend- 
ment; that otherwise neither Joe 
Doaks nor the small business man 
will have much chance to buy these 
surplus articles. General revision of 
Federal taxation is due. But don’t sit 
up for that, either. Senator George 
predicts that no substantial changes 
in the rates will go into effect until 
late in ’45 or early in ’46. One reason 
for the delay is that tax revision is 
slow business. Another reason is the 
reluctance of Congress to revise the 
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tax pattern until the postwar financial 
picture is clearer. 


Fixing Washington 

Much talk in the capital, at the 
moment, about doing over the Federal 
machinery. That’s not new, of course; 
for such talk was loud during the late 
campaign. Since the election it’s be- 
come a little more selective and sober. 
Some alterations are needed. Only 
part of them got mentioned by the 
campaign orators. 

At the moment, most of the talk is 
about Cabinet changes; who’s to go 
and who’ll take over. Most people 
around the town think there’ll be rel- 
atively few shifts on that level. What 
is of at least equal importance is the 
adjustment of Federal agencies; to end 
duplication and competition and to 
head these agencies up under appro- 
priate Cabinet control. One case in 
point is labor management. It’s 
spread all over the place. Another is 
UNRRA; falling, as it does, between 
the State Department and the War 
Department. Still another is FEA. 
You probably have a list of your own. 

But there’s an area of the Federal 
government that’s crying out for oper- 
ational reform; and this fact seldom 
gets mentioned at all. It’s Congress. 
No, we’re not talking about personnel. 
The difficulty is the ancient and cum- 
bersome machinery of legislation. The 
Congressional pattern of business— 
committees, committee hearings, tech- 
nical and professional methods and the 
like—hasn’t been changed much for 
fifty years or more. The burdens upon 
Congress and the complications of the 
national pattern have multiplied many 
times over. The Senate last summer 
passed a resolution, calling for a joint 
committee on the organization of Con- 
gress. The House would need to seek 
long and carefully in order to find 
anything more important to which it 
could give attention during the re- 
maining weeks of the session. 

The Hill is supposed to be the great 
policy-making arm of the government. 
It is supposed also to be the means 
through which citizens control and 
direct public affairs. These recent 
years it hasn’t been so hot; in either 
field. “Unless the representative sys- 
tem is strengthened,” said Congress- 
man Monroney of Oklahoma, “Con- 
gress will fade out as an effective 
control by the people of their govern- 
ment.” Tuning up the mechanics of 
legislation wouldn’t make legislators 
smart; but it would take the brakes 
off the legislative wagon. We’re 
going to need an efficient legislature; 
going to need it more and more. 


ere 
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Politics 


Political stuff, either as a sport or as 
a profession, is not our dish. But in 
a special way, just now, political ideas 
have an impact upon business. 

The Sat Eve. Post recently carried a 
wise editorial entitled, “You Don’t Get 
a New World by Freezing a War 
Boom.” It’s a warning against the 
danger of trying to embalm the world 
we have now instead of working to 
produce a new world. 

Nobody wants the government to go 
in for indiscriminate dumping of war 
goods. But the danger is that these 
goods will be held off the market and 
out of the hands of citizens who need 
them until the goods molder to decay 
and the wealth they represent is lost; 
merely because no one has the cour- 
age or imagination or management 
skill to handle an industrial surplus. 
. . - We know now that there can be 
no doméstic market with half the in- 
dustrial workers unemployed and the 
rest drawing reduced wages. But it 
isn’t going to be smart to guarantee 
yearly wages to labor, at the cost of 
the government, without the manage- 
ment skill to see that this labor really 
earns what it is paid. That earning 
power turns more upon management 
skill than upon long hours or the 
speed-up. .. Agriculture has requested 
and received parity and support prices; 
devices that were necessary in a war 
economy and that will be necessary 
during the change-back. But agricul- 
ture that depends wholly upon these 
aids is likely to see surpluses piling 
up, to be sold at less than cost to 
foreign buyers; with resulting inter- 
national wrangles and reprisals. 

The American danger is not likely 
to be reckless ideological experimenta- 
tion. It’s likely to be, as the Post 
suggests, an effort to clutch the world 
we now have. We can get along with- 
out philosophical theorizing; but we 
can’t get along without managerial 
skill, imagination and courage. We’re 
going to need it in government as well 
as in production and distribution. 
Better look for it in government on 
the Hill. Better encourage your Con- 
gressman to understand the postwar 
world, at home and abroad, as One 
World. . . Here’s a footnote: It’s the 
importance of the Congressional holi- 
days. By Christmas time, the election 
will have settled into perspective. If 
any Congressman has the mistaken 
idea that his constituents want him 
to take out after theoretical and ideo- 
logical goals, at the expense of getting 
on with the war, the trip home next 
month should straighten him out with 
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a jerk. . . Our apologies for making 
like a pclitical columnist. But care- 
ful search indicates that at the 
moment these matters are of top im- 
portance to the future of business. 


About the War 


V-E Day continues to be the key to 
reconversion. It may well be you’re 
tired of being told this. We’re weary 
of saying it; but it continues to be 
true. 

The change-back waits for the end 
of the European war to appear. At 
the moment it’s only fair to say that 
Washington doesn’t expect the end of 
the war quite so momentarily. As 
you know, this page has been following 
observers who have predicted the end 
of the war before the end of the year. 
Several of them continue to do so. 
They say the pause, in the East and 
in the West, was due not so much 
to stiffening Nazi resistance, although 
that was an expected factor, as to the 
necessary accumulation of supplies. 
Supply lines are lengthening. These 
people expect the current assaults to 
carry through to Berlin; and they 
expect that to happen before the end 
of December. 

This seems not to be the usual kind 
of European war; with the defeated 
nation surrendering as soon as defeat 
seems certain. The Nazis are defeated 
and must know it. There are two or 
three explanations, that need merely 
to be mentioned, of the continued re- 
sistance. One is a vague suggestion 
that the Nazis are developing new 
weapons and are holding at all costs 
until these weapons are ready. An- 
other is the fact that Nazi brutality 
in all the countries they’ve overrun 
has accumulated such a burden of 
vengeance that they think they may 
as well be destroyed in battle. Another 
is the effort to set up guerrilla organi- 
zations, in order to deliver central 
Europe over to anarchy. Explain it 
as you will, the war is being continued 
beyond the point at which professional 
soldiers expected Germany to quit. 
Our own Generals are planning for 
another year of fighting in Europe. 
This doesn’t mean they think it’ll last 
that long. But they’re planning the 
maximum necessary effort and are 
hoping for a much speedier termina- 
tion. War correspondents say the 
guerrilla effort may prove trouble- 
some; may make necessary full-scale 
military effort for some time. 

It’s clear enough that, in this city, 
talk about reconversion has subsided. 
Leaders of our industry, in and out of 
the government, are of the opinion 
that it will not be revived until the 
victory in Europe really is in sight. 
It could be soon; but general opinion 
is that we'll have to wait a little 
longer. A good many men are admit- 
ting that the War Department’s long 
and strenuous campaign for more and 
still more munitions has been justified 
by events. A few are saying that the 
civilian demands for immediate recon- 
version, a couple of months ago, came 
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verilously near to damaging the war 
effort. ; 

At the moment the government con- 
trol officers, dealing with our industry, 
are saying that government demand 
for lumber is increasing and that the 
lumber shortage may continue a little 
longer than they had expected. Hard- 
wood continues to be especially scarce, 
due to the truck program. These offi- 
cials think the country can build some 
houses in ’45; though most of the 
construction will be in the latter part 
of the year. Because the picture can 
change swiftly and sharply, these men 
don’t like to name dates or figures. 
Some of them suggest 250,000 dwell- 
ing units for ’45. 

We’re told that Congress is pre- 
pared to let private builders show 
what they can do. However (and draw 
a line under it), if these builders fail 
to come through with the needed low- 
cost dwelling units, expect Congress 
to come through promptly with appro- 
priations for public housing. 


Postwar Controls 


While there’s less talk at the mo- 
ment about reconversion, keep in mind 
that except for uncertainty about the 
date of V-E Day the pattern remains 
about as it has been for some weeks. 
Apparently the WPB still intends to 
get largely out of the picture as soon 
as the fighting is over; will lift a lot 
of control orders in toto, will relax 
most of the others. 

OPA doesn’t intend to do a Brodie 
cf this kind; in fact couldn’t do it. 
Peter Stone, of that agency, says a 
bit ruefully that relaxing controls in 
one place usually puts a heavier bur- 
den somewhere else. When the WPB 
strolls away, the OPA will have to pull 
up its socks and get going with the 
load. 

Of course you know this, anyway; 
but the officials think it’s worth ex- 
plaining again. During the war the 
WPB’s real job was that of cutting 
across the “normal” controls of volume 
and distribution. These normal con- 
trols of course are prices. If articles 
‘are scarce, prices go up; and this 
restrains distribution, at least in a 
rough way. The high prices stimulate 
production, and the added supply takes 
off some of the demand pressure. On 
the other hand, a surplus reduces 
prices and discourages production; in 
this way again approaches a balance. 
But war demand, being both artificial 
and enormous, would have carried in- 
flation to disastrous levels; at least if 
prices alone had been relied upon. So 
the WPB took over and by means of 
rules and orders regulated production 
and distribution by direct action. 

But when WPB rules and orders are 
lifted, prices will be supposed to take 
over their “normal” regulatory func- 
tions. The OPA fully intends to get 
out of the picture as soon as the 
change-back is completed and supply 
and demand are in reasonable balance. 
That should not take many months, 
once the two wars are over. But 


during the period when probably fifty 
percent of U. S. manufacturers are 
struggling with reconversion there will 
be serious danger of inflation. So the 
OPA looks forward, without too much 
pleasure, to the time when it must ride 
two horses. It must use price to 
manage whatever official control of 
distribution is undertaken; and it must 
endeavor to stymie inflation. One 
would involve relatively high prices, 
the other relatively low. Furthermore, 
our industry tells Mr. Stone with a 
hard smile that price control, after 
V-E Day, may guard against inflation 
but must not attempt to regulate 
profits. A policeman’s lot, it ain’t a 
‘appy one! From where we sit, it 
looks as though some of these post- 
war regulatory efforts will have to be 
developed by the cut-and-try method. 


Housing Quality 


Much discussion, these days about 
GI Joe and his bill of rights; about 
his education and his civilian job and 
the insured loans to help him buy a 
house or start a business. 

Fred Babcock, formerly Assistant 
Administrator of the FHA, thinks it’s 
going to be right important both to 
Joe and to the industry to make sure 
the house Joe builds or buys is a house 
and not a pile of junk. 

One industry leader in Washington, 
commenting on this matter, recalled 
that there are several cities in these, 
now, United States where it’s against 
the law to build a frame house. That 
disturbing situation, it seems, is 
rooted in some earlier experiences with 
builders and material men who went 
crafty for an immediate profit. Noth- 
ing much could be more conspicuous 
than Joe’s house, with its insured loan. 
If it falls down, particularly while the 
mortgage still flourishes, and if it falls 
down in numbers, that’ll be as useful 
publicity for this industry as an ad- 
dress in Sing Sing. 

Sure, we can build good houses, in 
the low-price or any other bracket. 
Mr. Babcock thinks we’d better take 
a lot of pains to do it. He says the 
inspection service, now getting set up, 
is not so gcod. Finance concerns are 
not showing much disrimination in 
the people they select. Some of these 
inspectors can read a blueprint and 
understand a building code, and some 
of them just need jobs. 

Better watch out for that one. No- 
body asks you to give Joe more than 
he actually pays for, but he’s due to 
get what he actually does pay for, and 
he'll be glad if a distribution yard 
sees to it that he gets the engineering 
and architectural service that gives 
him not only a sound but also a com- 
plete house. We hear, even this early 
in the game, of houses without service 
connections and with part of the 
plumbing not there. You can meet 
that kind of snickersnee competition; 
but you have to know some architec- 
tural and engineering practice to do it. 
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when he comes 


OHNNY’S flown in sleek wood gliders with weath- 
J erproof plywood wings. He’s crossed streams in 
tough, lightweight, molded plywood boats. He’s 
lived out of durable wood trunk-lockers and supply 
chests. He’s used wood camp furniture, played on 
wood pianos that withstand the world’s worst 
climates. 


He’s seen wood products at their best. 


And he won’t be satisfied with anything less 
when he builds and furnishes a home of his own. 
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Johnny won't be buying “junk” — 
marching home 


If you’re not ready to offer wood products glued 
for durability up to Johnny’s standard, you had 
better mail this coupon now. 


CASEIN COMPANY OF AMERICA, Dept. ai 11 
Division of The Borden Company 
350 Madison Avenue, New York 17, N. Y. 


Gentlemen: 


We'll make the following peacetime wood products 








involving the gluing of these materials: 
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Please send literature describing glues that will withstand 
every possible exposure of these products when in use. 
Name of Company 
Street Address 
City. Zone State 
Send literature to Mr 
ees cere cece cee eres ces em eres cere cre cere ce es ee See ee ce ee es ee ee ee ee ee ee ee 
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Scheduled Meetings 


Nov. 27-28-29—Producers’ Council, Ho- 
tel Roosevelt, New York City. 21st 
semi-annual. 

Dec. 1—Washington State Forestry 
Conference, Seattle Chamber of Com- 
merce, Seattle, Wash. 23rd annual. 








Dec. 2—Massachusetts Retaii Lumber 
Dealers’ Assn., Copley-Plaza Hotel, 
Boston, Mass. Annual; starts at 10 
a. m. 

Dec. 6—Northwestern Hardwood Lum- 


Association, 
Minneapolis, Minn. 


bermen's Dyckman Ho- 
tel, 56th annual. 

Dec. 7-8-9—Western Forestry & Con- 
servation Association, Portland Ho- 
tel, Portland, Ore. Annual. 

Dec. 11—Cincinnati Lumbermen’s Club, 
Hotel Sinton, Cincinnati, Ohio. An- 
nual Christmas party. 


Dec. 11-12—Southern Sash & Door Job- 
bers Association, Hotel Roosevelt, 
New Orleans, La. Sixth annual winter 
meeting. 


Dec. 11-13—National Lumber Manufac- 
turers’ Association, American Forest 
Products Industries, Inc., and Timber 
Engineering Co.; Blackstone Hotel, 
Chicago. Annual meetings. 


Dec. 14—Northeastern Wood Utilization 
Council, Hotel Manger, Boston, Mass. 
Regular quarterly meeting. 


Dec. 16—Nylta Club, Hotel Belmont- 
Plaza, 48th & Lexington Ave., New 
York City. Annual Christmas party. 

Dec. 20—Quebec Province Wholesale 
Lumber Association, Windsor Hotel, 
Montreal, Canada. Annual. 

Jan. 9-10-11—Indiana Lumber & Build- 
ers’ Supply Association, Indianapolis, 
Ind. Convention at Murat Temple; 
headquarters at Claypool Hotel. 

Jan. 10—New England Wholesale Lum- 
ber Assn., University Club, Boston, 
Mass. Annual. 

Jan. 10—Rhode Island 
Wannamoisett Country 
ford, R. I. Annual. 

Jan. 10-11—Carolina Lumber & Build- 
ing Supply Association, Hotel Char- 
lotte, Charlotte, N. C. 22nd annual. 

Jan. 12—National Association of Hard- 
wood Wholesalers, Lincoln Room, 
Hotel La Salle, Chicago. Annual. 


Jan. 16-17—Kentucky Retail Lumber 
Dealers’ Association, Brown Hotel, 
Louisville, Ky. 40th annual. 

Jan. 18—American Walnut Manufac- 
turers’ Association, Chicago, Ill. An- 
nual. 

Jan. 18-19—Northwestern Lumbermen’s 
Association, Radisson Hotel, Minne- 
apolis, Minn. Annual. 

Jan. 22-23—West Virginia Lumber & 
Builders’ Supply Dealers’ Association, 
Waldo Hotel, Clarksburg, W. Va. An- 
nual. 

Jan. 22-24—Northeastern Retail Lum- 
bermen’s Association, Hotel Pennsyl- 
vania, New York City. Fourth war 
conference and 5lst annual. 

Jan. 24-25—Southwestern Lumbermen’s 
Association, Municipal Auditorium, 
Kansas City, Mo. Hotel headquarters 
likely will be Muehlebach. Annual. 

Jan. 25-26—Western Retail Lumber- 
men’s Association of Canada, Fort 
Garry Hotel, Winnipeg, Canada. An- 
nual. 

Jan. 31-Feb. 1-2—Union Association of 
Lumber & Sash & Door Salesmen, 
Deshler-Wallick Hotel, Columbus, 
Ohio. Annual 
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Club, Rum- 





Jan. 31-Feb. 1-2—Ohio Association of 
Retail Lumber Dealers, Deshler Wal- 
lick Hotel, Columbus, Ohio. Annual. 

Feb. 5-6—Mountain States Lumber 
Dealers’ Association, Shirley-Savoy 
Hotel, Denver, Colo. Annual. 

Feb. 6-7—Michigan Retail Lumber 
Dealers’ Association, The Pantlind, 
Grand Rapids, Mich. Annual. 

Feb. 7-8—Lumber Dealers’ Association 
of Western Pennsylvania, William 
Penn Hotel, Pittsburgh, Pa. Annual. 

Feb. 8-9—Iowa Retail Lumbermen’s 
Association, Fort Des Moines Hotel, 
Des Moines, Iowa. Annual. 

Feb. 13-14-15—Illinois Lumber & Mate- 
rial Dealers’ Association, Sherman 
Hotel, Chicago. Annual. 

Feb. 15-16—Virginia Building Material 
Association, Hotel John Marshall, 
Richmond, Va. Victory conference. 

Feb. 20-21-22—-Wisconsin Retail Lum- 
bermen’s Association, Milwaukee Au- 
ditorium, Milwaukee, Wis. Annual 

Feb. 22-23—Tennessee Lumber, Mill- 
work & Supply Dealers’ Association, 
Peabody Hotel, Memphis, Tenn. An- 
nual. 

Feb. 22-23-24—Western Retail Lumber- 
men’s Association, Davenport Hotel, 
Spokane, Wash. Annual convention. 

Feb. 27-28—Nebraska Lumber Mer- 
chants’ Association, Fontenelle Hotel, 
Omaha, Neb. Fifty-sixth annual. 

March 5-6-7—Independent Retail Lum- 
ber Dealers’ Association, Nicollet Ho- 
tel, Minneapolis, Minn. Annual con- 
vention and postwar materials con- 
ference. 

March 7-8—South Dakota Retail Lum- 
bermen’s Association, Hotel Carpen- 
ter, Sioux Falls, S. D. Annual. 

March 7-8—Mississippi Retail Lumber 
Dealers’ Association, Hotel Heidel- 
berg, Jackson, Miss. Annual meeting. 

March 12-13-14—Ontario Retail Lumber 
Dealers’ Association, Royal York Ho- 
tel, Toronto, Ont., Canada. Annual. 

March 14-15—New Jersey Lumbermen’s 
Assn., Hotel Claridge, Atlantic City, 
N. J. 61st annual. 

April 9-10-11—Lumbermen’s Association 
of Texas, Municipal Pier, Galveston, 
Texas. 59th annual. 


Rhode Island Lumber Club 
Plans Annual 


The Rhode Island Lumber Club will 
hold its annual meeting on Jan. 10 at 
the Wannamoisett Country Club, Rum- 
ford, R. I. J. Marshall Peters, 136 
Rhodes St., Providence 3, is secretary 
of the organization, which holds 
dinner meetings on the second Wed- 
nesday of each month. 


Wisconsin Meetings to Plan 
Postwar Farm Buildings 


The Wisconsin Retail Lumbermen’s 
Association is sponsoring a “Pre-Vic- 
tory—Postwar Planning for Farm 
Buildings” series of eight district 
meetings in various sections of the 
State. Participating in the series are 
Portland Cement Association, College 
of Agriculture of University of Wis- 
consin; “Successful Farming” maga- 
zine, and Vermiculite Research Insti- 
tute. 

These meetings began on Nov. 14. 
The last three are scheduled for Dec. 





5 at Hotel Monterey, Janesville; Dec. 
6 at Carlton Hotel, Watertown; Dec. 7 
at Retlaw Hotel, Fond du Lac. Reser- 
vations must be made with the Wis- 
consin association, 501 Milwaukee Gas 
Co. Building, Milwaukee 2, Wis. 





NRLDA New Officers 





S. L. Forrest (second from left), Lubbock, 
Tex., elected president of the National Re- 
tail Lumber Dealers’ Association at the an- 
nual meeting in Akron, Ohio, on Oct. 28, 


accepts the congratulations of retiring 
president, Leonard Lampert, Jr., St. Paul, 
Minn., while Norman P. Mason (left), North 
Chelmsford, Mass., newly elected vice 
president, and H. R. Northup, Washington, 
D. C., re-elected secretary-manager, look 
on. Mr. Forrest takes over the helm of the 
association just as the lumber dealer indus- 
try is preparing, an educational campaign 
to achieve two social purposes: (1) to 
quickly absorb and provide employment for 
veterans and war workers during the re- 
conversion period and (2) to provide lum- 
ber dealers with ‘material that will enable 
them to give the public the most house for 
the money. 





Opportunity to Help Entertain 
Service Men 


The Lumbermen’s Club of New 
Orleans is making a drive again this 
year for funds with which to enter- 
tain members of the Armed Forces 
at the Sugar Bowl game in New Or- 
leans on Jan. 1. Last year the club 
entertained 745 service men on a 
similar occasion. Committee spon- 
soring the drive is composed of E. B. 
Baldinger, chairman; FE. G. Boh, 
Herbert J. Bremermann, B. L. John- 
ston, Gus Kellett, W. Harvey Moy- 
nan, R. H. Tait. 

Lumbermen who wish to partici- 
pate in this drive are requested to 
send their checks to E. B. Baldinger, 
chairman, 921 Canal Building, New 
Orleans 12, La. Tickets cost $1.20 
each. 


Washington State Forestry 
Conference Open to Public 

Dean Hugo Winkenwerder has an- 
nounced the 23rd annual meeting of 
the Washington State Forestry Con- 
ference, to be held on Dec. 1 at the 
Seattle Chamber of Commerce. 

The need for State forestry legisla- 


- tion in forest management and forest 


protection will be discussed by Prof. 
Gordon D. Marckworth, College of 
Forestry, University of Washington, 
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HERE’S FIVE MINUTES 
OF THE LATEST NEWS 


BROUGHT TO YOU BY 


JOHNS-MANVILLE 


With the Largest Audience of Any Radio News 
Program J-M Broadcasts are Building Good-Will 
for J-M Dealers and Contractors, Coast to Coast! 


Five nights a week, at the best 
listening time of the entire 24 
hours, the largest group of listen- 
ers to any news program pause 
to hear Bill Henry broadcast the 
news for Johns-Manville. And 
then Tony Marvin tells them 
interesting news about Johns- 
Manville, J-M products and the 
services of J-M dealers. 


For almost three years this 
powerful J-M advertising cam- 
paign has been going on, month 
in and month out. It reaches 


men, women and children on 
farms and in cities—from Maine 
to California. As a result, surveys 
show that Johns-Manville prod- 
ucts and the J-M name are better 
and more favorably known to the 
public today than ever before. 


Today, this acceptance for the 
Johns-Manville name is an im- 
portant merchandising and con- 
sumer-selling asset for everyone 
who handles J-M products. We 
believe it will be even more 
valuable in the post-war period. 


Johns-Manville 
Luding MateriaG 
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and C. S. Cowan, chief fire warden of technicological developments in wood 

the association. The economic im- utilization will be presented by Dr. 
_ portance of Tree Farms to the State Ernest E. Hubert of I. F. Laucks, Inc. 
t and counties, and to the wage earner T. S. Goodyear, State forester of 

will be outlined and the importance Washington, will discuss the effect of 

of Tree Farms to recreational values the “No Summer Burning” policy on 

will be discussed. Maj. Warren G. fire prevention. 

Tilton, who has just returned from the The public is invited not only to 

Pacific theater of war where he or- attend but to take part in the discus- 

ganized and set up logging and milling sions, for which ample time has been 

operations, will tell of “Forestry at allowed. 

the Front.” 

E. H. McDaniels, West Coast Lum- Northwestern Hardwood 

bermen’s Assn., and Norman G. Jacob- Lumbermen To Hold Annual 

son, forester for St. Paul & Tacoma The Northwestern Hardwood Lum- 

Lumber Co., will outline the progress bermen’s Assn. will hold its 56th an- 

of forestry in logging areas, while nual meeting in room 209 of the 
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NO MIXING 


ae THIS DISPLAY 
SELLS GLUE FOR YOU 


Nationally advertised, recognized quality, 





Franklin Liquid Hide Glue sells quickly ... and 
repeats consistently. Favorite with home- 
craftsmen, carpenters, schools, hotel and hos- 


pital maintenance men. 







IT'S THE GLUE FOR YOU, TOO 
FOR MILLWORK 


A genuine hide glue that EVERY 
comes to you ready-to-use. No 















loss of strength or spread; no 
loss from souring, or waste of 
unused mixtures; no chilled 
joints. 





Dyckman Hotel, Minneapolis, Minn, 
Wednesday, Dec. 6. The business ses- 
sion, including reports from committee 
chairmen and election of cfficers, will 
open at 1 p. m., with a buffet luncheon 
after the meeting, to be followed by 
bridge in the evening for members 
and guests. 

C. C. Campbell is program commit- 
tee chairman and A. F. Wellsley is 
secretary. 


Cincinnati Lumbermen's Club 
Plans Christmas Party 


The annual Christmas party of the 
Cincinnati Lumbermen’s Club will be 
held Monday, Dec. 11 at Hotel Sinton, 
Cincinnati, Ohio. Lowell Peters, chair. 
man of the entertainment committee, 
promises entertainment suitable for 
all who attend. 

At the regular monthly meeting of 
the club on Nov. 6, Ed. Garties, chair- 
man of the membership committee, 
submitted a new applicant for mem- 
bership—marking the tenth straight 
monthly meeting at which he has sub- 
mitted one or more applications. 
Frederick Giesel, business manager of 
the Cincinnati Post, was guest speaker 
and gave an entertaining talk on 
“What I Think Today About Tomor- 


” 


row. 


Massachusetts Will 
Hold Annual 


The Massachusetts Retail Lumber 
Dealers’ Assn. will hold its annual 
meeting in the Copley-Plaza Hotel, 
Boston, on Saturday, Dec. 2. Willis 
F. Atkinson, secretary, advises that 
the program will start at 10 a. m. 
and continue throughout the after- 
noon. 


Western Forestry & 
Conservation Dates 


The Western Forestry & Conserva- 
tion Association will hold its annual 
conference at the Portland Hotel, 
Portland, Ore., on Dec. 7, 8 and 9. 

The theme of the meeting will be 
“Practical Forestry Has Come of 
Age,” and will deal with the funda- 
mentals of forestry in the woods and 
will feature discussions by men who 
are primarily responsible for growing 
and protecting the forests. 

An equipment demonstration will be 
given by the U.S. Forest Service and 
the Oregon State Forest Service on 
Dec. 9. 


Nova Scotia Forest Products 
Association 


Better understanding between lum- 
ber operators and the Nova Scotia 
Department of Lands & Forests was 
emphasized in addresses before the 
annual meeting of the Nova Scotia 
Forest Products Association. Hon. J: 
H. MacQuarrie, minister of Lands & 
Forests, urged the lumbermen to Co 
operate with the department in every 
way possible. 

Charles E. McCullough of Halifax 
was elected president of the associa 
tion. 
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@ Medical miracles, today, are taken 
for granted on the battle fronts of the 
world! But even the lightest casualty 
can become a crucial case when as- 
saulted by the enemy forces of Nature. 
Danger lies everywhere in the air raids 
of disease-carrying insects. 


LuMITE, the new plastic screen 
woven from Saran*, says, “No Admit- 
tance!” to these vicious marauders. 
Always on the job with our armed 


forces wherever disease carrying in- 


sects are a problem, LUMITE is imper- 
vious to heat, cold, rain, snow, rust 
and corrosion. That’s why LUMITE 


*A product of the Dow Chemical Co. 


The new 


plastic screen 
cloth 


stands the test —in hell on earth! 


Today’s fighting men know the 
strong selling points of LUMITE from 
twenty -four-hours-a-day experience. 
Home again, they'll expect—and de- 
mand —LUMITE plastic window screen- 
ing in their homes... offices... factories. 
For they'll have seen the durability 
and effectiveness of LUMITE proved un- 
der every adverse condition; tested in 
the laboratory of hard experience. 


Here is an important postwar prod- 
uct being “pre-sold” today across the 
globe. A great postwar market develop- 
ing now for tomorrow ... FOR YOU! 





Chicopee Manufacturing Corp., Sales Office: 40 Worth St., New York 13, N. Y. 
World’s Largest Maker of Plastic Screen Cloth 
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* Will not rust or corrode... 
long-lasting 

* Non-staining...no streak- 
ing of sills or sidewalls 

* Strong, resilient ...no 
dents or bulges 


* Unaffected by fumes 
or salt air 


* Translucent... admits 
more daylight 


* Non-inflammable 


* Will be competitively 
priced 


Memo to the Trade: 
Investigate LUMITE New Plastic 
Window Screens now for postwar 
market possibilities—and profits! 
Write for information today. 
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Discuss Postwar Adjustment Problems 


Connecticut Annual 


The 53rd annual convention of 
the Lumber Dealers’ Assn. of Con- 
necticut was held at New Haven, 
Nov. 14. After a meeting of the di- 
rectors, 163 members gathered for a 
banquet presided over by President 
A. F. Bailey, New Haven. 

The first speaker was Stanley M. 
Cox, Amityville, L. I, N. Y., who ex- 
tended greetings from the North- 
eastern Retail Lumbermen’s Assn., 


of which he is president. 
Other speakers were Paul Collier, 


secretary - manager NRLA, Ro- 
chester, N. Y.; Ed Gavin, editor, 
AMERICAN LUMBERMAN, Chi- 


cago; Carlton Smith, New York 
City; and Major William B. Cooke, 
Training Command, Yale University. 

All the speakers discussed post- 
war adjustment problems. Mr. Smith 
spoke about international relation- 
ships; Mr. Gavin about postwar 
dealer operations; Major Cooke about 





Who Gets 
Star Gilling? 


The star, of course. In your line 
who or what is the star? Think a 
moment, Mr. Retail Lumber Dealer. 
What is it that your customers buy 
from you that they can not buy 
from every department store? 
From every plumbing shop? From 
hardware dealers? From glass, 


paint or paper stores? 


it is Lumber 


So keep this thought in mind. 
LUMBER is the chief reason for 
the lumber yard's existence. It is 
what a man thinks of first when he 
thinks of a lumber yard. So, in the 
whole cast of building materials, 
LUMBER is the star. It should go 
up in lights. It should have star 
billing in your thoughts, plans and 


purchases. 


Give it the spotlight and make 
it the orbit around which other 
good building materials you handle 








KIRBY LUMBER CORPORATION 


HOUSTON, TEXAS 





naturally revolve. Be known as a 
dealer of good lumber and encour- 
age good building. 


With appropriate modesty may 
we suggest that when you give 
thought in your post-war planning 
to good lumber that you think 
first of KIRBY? 
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returning battle veterans.; Mr. Collier 
about the Northeastern association. 

A feature of the dinner was pres- 
entation of a specially baked birth- 
day cake to Stanley Cox on the occa- 
sion of an anniversary, the number 
of which was not divulged. 

R. F. Bailey, New Haven, was re- 
elected president; Henry Kiel, Da- 
rien, was re-elected first vice presi- 
dent; Arthur Clifford, Hartford, was 
elected second vice president; Wil- 
liam J. Riley, Bloomfield, was re- 
elected treasurer; and William P. 
Beach, New Haven, was _ re-elected 
secretary. 


Maine Annual 


The twelfth annual meeting of the 
Retail Lumber Dealers’ Association 
of Maine was held at Bangor on Nov. 
17. On the preceding evening the 
directors met and reviewed a healthy 
membership and financial condition. 
Following that, a _ pre-convention 
lumberjack dinner was served to a 
large assembly of wholesale and re- 
tail lumbermen. 

The first speaker at the morning 
session of the meeting on the 17th 
was Don Campbell, chief, Marketing 
Control Branch, Lumber & Lumber 
Products Division, WPB, Washing- 
ton, D. C. He reviewed current and 
probable war needs for lumber and 
dwelt on the inadvisability of pre- 
dicting probable early relief unless 
the German army collapses this fall. 

He was followed by Paul Collier, 
secretary-manager of the Northeast- 
ern Retail Lumbermen’s Association, 
Rochester, N. Y., who reviewed some 
of the plans of the Northeastern for 
both now and postwar service. Mr. 
Collier was followed by Reg Holt 
and Jim Luby, New England field 
secretaries of the Northeastern. 
Stanley Cox, president, Northeastern, 
extended greetings to Maine on be- 
half of the Northeastern. 

The afternoon session was ad- 
dressed by A. H. Yereance, manager 
cargo sales, Weyerhaeuser Sales 
Corp., Newark, N. J.; Ed Gavin, edi- 
tor, AMERICAN LUMBERMAN, 
Chicago, Ill.; and John H. Magee, 
State director, FHA, Augusta, 
Maine. All three speakers discussed 
phases of postwar building and 
dealer activity. 

Officers elected for the coming 
year are Richard Denaco, Bangor, 
president; Albert L. Gendron, San- 
ford, first vice president; and H. 
Blaine Davis, Ellsworth, second vice 
president. Ralph E. Jordan, Lewis- 
ton, was re-elected secretary-treas- 
urer. 

The meeting closed with a banquet 
at which D. Kilton Andrew, Portland, 
retiring president, was presented with 
a war bond. 

Master of ceremonies at the after- 
noon session was Ben Jones. 
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The Home of Tomorrow 
should have this 


APPROVED 


INSULITE WALL 
OF PROTECTION 


The walls of the homes of tomorrow will 
face added demands—the demands that 
modern air-conditioning will place upon 
them. 

Moisture condensation within the walls 
will present a serious problem unless 
avoided when the walls themselves are built. 

The Insulite Approved Wall of Protection 
will help solve this problem for you. With 
this wall, you give your customers: 


¢ Walls of Double Insulation. 
° A wall of superior bracing strength. 


° A wall protected against internal 
motsture condensation. 


The complete story of the Insulite Ap- 
proved Wall of Protection will interest 
you. Write today for complete technical in- 
formation. Address Insulite, Minneapolis, 
Minnesota. 





INSULITE 


Division of Minnesota and Ontario Paper Company 
Minneapolis, Minnesota 
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MADE EXCLUSIVELY FROM WOOD 









On outer walls, Insulite Bildrite 
Sheathing. Thelarge boardspro- 
vide a wind-proofed, water- 

roofed, weather-tight wall. 

ildrite Sheathing hasa bracing 
strength four times that of wood 
sheathing, horizontally applied. 








































On inner walls—Insulite sealed 
Lok-Joint Lath, furnishes a 
second wall of insulation. The 
patented “Lok-Joint” provides 
a strong, rigid plastering sur- 
face, prevents joints from open- 
ing under trowel pressure. 


































How moisture condensation is 
eliminated in the Insulite Ap- 
roved Wall of Protection: 

aled Lok-Joint Lath, with 
asphalt barrier against the studs 
effectively retards vapor travel. 
Bildrite Sneathing, ing per- 
meable to vapor, permits what 
little vapor esca to Ss 
naturally towards the outside. 









Sound Construction Lessens 
Damage from Tornadoes 





The best type of frame house con- 
struction will not guarantee safety in 
the central path of a tornado, but at 
the edges of the storm good construc- 
tion may mean the difference between 
destruction or survival. This is the 
opinion of Forest Products Laboratory 








engineers R. F. Luxford and R. P. A. 
Johnson, who examined the wreckage 
left by a tornado which swept through 
Belmont, Wis., and adjoining towns in 
southwestern Wisconsin and _ north- 
western Illinois early in the evening 
of June 22. The storm took nine lives 
in and around Belmont. 

The storm left a zone of destruction 
50 miles long, with the greatest dam- 





INSTANT 


INSTANTLY! 


MOISTURE REGISTER’S direct 
reading dial shows your 
lumber 4% too wet, or as the 
case might be, perhaps it 
shows too dry . . . In either 
case, the ELECTRONIC 
method indicates instantly . . . 
accurately ... what you need 
to know. 


133 NORTH GARFIELD AVENUE 





...at the press of a button 


Convenient carrying case is 
supplied with each instrument. 





Available for immediate delivery. 
Write for literature and prices. 


MOISTURE REGISTER CO. 


e ALHAMBRA, CALIFORNIA 
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This house was shifted entirely free of its 
tile foundation. 


age concentrated in Belmont, where 15 
houses and a service station were de- 
molished and 20 other houses were 
damaged. The Belmont houses, or 
what was left of them, were carefully 
examined by Luxford and Johnson to 
determine from construction details 
the influence of methods of construc- 
tion on the resistance of the houses 
to the storm. In some cases so little 
was left of houses that the remains 
did not provide significant evidence as 
to the type of construction used. 

One of the conclusions reached on 
the basis of this and other storm dan- 
age examined in the past, is that 
houses with solid concrete foundations 
fared better than those with rubble or 
concrete or tile blocks. There was 
some evidence in the case of the non- 
monolithic foundations that when 
blocks, tiles, or other units of the 
foundation yielded to pressure exerted 
on the structure the wind gained 
access beneath the house to lift it from 
its foundation and either merely shift 
it on its foundations or sweep it away 
to utter destruction. 

The manner in which houses were 
fastened to the foundation and sills 
obviously was another factor in the 
destruction or survival of individual 
houses. Recommended practice is to 
bolt the sills down with bolts em- 
bedded in concrete at the time it 1s 
poured. However, not only must the 
sills be bolted down, but walls must 
be fastened to the sills. Luxford and 
Johnson expressed the opinion that 
nothing less than angle irons for 
fastening studs to sills would have 4 
chance of offering substantial resist- 
ance to full tornado fury. They were 
convinced that ordinary toenailing of 
studs to sills offered little resistance. 

From interviews with dazed sul- 
vivors of the June 22 tornado, evidence 
was gained that in the fringes of the 
storm any small advantage in the rig- 
idity of a house and in the firmness 
with which it is tied to the foundation, 
increases the odds in favor of survival 
of the occupants. Survivors commonly 
reported that the houses in which they 




















who ca 
trying | 


much ¢ 


MEMBER 





nson to 
details 


remains 
ence as 





ROGNON PHOTO 


IT TAKES MEM 


who can take it when the going is rough and turn out a day's work. The "Sons of Paul Bunyan" who stood by during 


trying times are performing a real service to their country. The lumber industry can take pride in its war record and 
much of the credit goes to the many unknowns in the ranks who will get no decorations or publicity. 


MEMBER WESTERN PINE ASSOCIATION i ” MEMBER WOOD FOR VENETIANS ASSOCIATION TRADE 


THE RED RIVER LUMBER CO., 


WESTWOOD, CALIFORNIA 
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ALL TYPES—ALL GRADES 
Western Pines & West Codst Lumber 


Large and Long Timbers - Fir Piling up to 150 ft. B 
CAR and CARGO - WHOLESALE ONLY 


Producers of Lumber & Piling for 29 Years 


PATRICK LUMBER CO 


Terminal Sales Building, Portland, Oregon 








Moore Cross-Circulation Kilns 
At Philippine ‘Mill May Soon 
Dry Hardwoods For Allies Again 


Before the war, Insular Lumber Co. operated 
the largest hardwood mill in the world at Fabrica, 
Philippine Islands, where Moore Cross-Circulation 
Kilns seasoned entire mill output. 


With General MacArthur retaking the Philip- 
pines, we hope this mill and Moore Kilns will soon 
be producing lumber again for the war effort. 


Meanwhile, Moore Cross-Circulation Kilns on 
the home front are drying all species and thick- 
nesses of lumber and veneer for vital war needs. 
If your output helps the war effort, and you need 
increased drying capacity, write today for infor- 
mation. 


MOORE DRY KILN COMPANY 


Largest Manufacturers of Dry Kilns and Veneer Dryers 


JACKSONVILLE 1, FLORIDA 
VANCOUVER, B. C. 
NORTH PORTLAND, ORE. 


MOORE J)RY KILNS 

















This house on solid concrete foundation, 
although moved on its foundation and 
stripped of its roof, seemed to be struc- 
turally intact in spite of the fact that the 
sills were not anchored to the foundation. 


sheltered from the storm repeatedly 
raised a foot or more off the founda- 
tion, and the presence of tree limbs 
and timbers between house corners 
and foundations bore out these reports. 
In many cases, of course, the first rise 
of the house from the foundation was 
sufficiently great to tip it over and 
often the house was shattered against 
trees or other obstructions or was 
crumpled or disintegrated to leeward, 
leaving behind an unbelievably small 
litter to mark its going. 

None of the houses in the Belmont 
area were diagonally sheathed. Diag- 
onal sheathing has been shown by 
tests made at the Forest Products 
Laboratory to result in houses being 
much stronger, more rigid, and hence 
more resistant to wind than can be 
obtained with horizontal sheathing. 
Diagonally sheathed or braced 
houses might have been shifted on 
their foundations or overturned if not 
adequately tied to the foundation. 
They, however, probably would have 
remained intact and not have been 
completely destroyed, as were many 
of the houses in Belmont. The hazard 
to occupants would thus have been 
materially reduced. 





A two by six under the corner of a house 
that shifted on its foundation—mute evi- 
dence that the house was lifted. 
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Hit Accident Rate 
in Lumber Industry 


A drive for increased production 
of war goods is under way, backed by 
the Department of Labor, War Man- 
power and War Production Board. 
The monthly average should be in- 
creased from the $5,300,000,000 level 
to about $6,000,000,000. These figures 
will change when Germany is de- 
feated. The joint statement is urgent 
about methods and improvement to 
avoid accidents. The accident ratio 
is especially serious in logging; and 
figures show that last year the days 
lost from injuries in logging amounted 
to 29,072 per 1,000 workers. The re- 
port states that “in logging disabling 
injuries occur to about one in every 
six employees. In sawmills the ratio 
is about one to nine. In planing mills 
the ratio is about one to every eleven.” 


Will Discuss Construction 
and Loan Standards 


The need for adopting uniform 
standards of construction and lending 
practice in making loans on postwar 
residential construction will be dis- 
cussed by leaders in mortgage finance 
—banks, insurance companies, and 
savings and loan _ associations— 
throughout New York State at a 
meeting in the Biltmore Hotel, New 
York City, on Dec. 7, called by the 
National Committee on Housing. Mrs. 
Samuel I. Rosenman, chairman, ex- 
plained the conference has been ar- 
ranged “as part of the effort to avoid 
a repetition of the haphazard plan- 
ning, jerry-building, and other evils 
which have marked previous home 
building booms.” 


More Plumbing 


WPB announces that it has pro- 
vided for more durable plumbing fix- 
tures; float rods, faucets, shower 


heads and the like; by permitting the. 


use of copper in the manufacture of 
these items. 


Hold Courses in Timber Use 


Under sponsorship of the War Pro- 
duction Board, three _ instructional 
courses in timber uses were conducted 
at the College of Forestry, University 
of Washington, Seattle, from Nov. 13 
to 20 inclusive, by the U. S. Forest 
Products Laboratory of Madison, 
Wis., and the Speedwall Division of 
Timber Structures, Inc. 

The courses, which were not open 
to the public, were attended by about 
thirty representatives of various navy 
yards, shipbuilding firms, and lumber 


~ 





associations in the Pacific Northwest 
and covered “Laminating Timbers for 
Extreme Service Conditions,” and ses- 
sions for boat builders and designers, 
and for architects and engineers. The 
instructional staff included A. C. 
Knauss and R. P. A. Johnson, both of 
Forest Products Laboratory, and Prof. 
O. Harry Schrader, Jr., who is on 


leave from the University of Wash- 
ington College of Forestry for work 
with the Speedwall Division of Timber 
Structures, Inc. 


Lumber Holding Company 
Shows Profit 


Long-Bell Lumber Corporation of 
Maryland, parent of the Long-Bell 
Lumber Company of Missouri (the 
operating concern) is expected to 
have a gross income of slightly more 
than $200,000 this year, the first in- 
come in many years. 

Its only income is derived from the 
dividends paid by the company on its 
common stock. The corporation owns 
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5 H. P. MALL 
gasoline engine 
| fa chain saw 36” 


Capacity. 


*IMMEDIATE DELIVERY 


hardwood. 


Easy-starting, 2-cycle gasoline engine has stall-pr 
Uses very little fuel. Also P atic del 








A. H. Cox Co., Seattle, 





4 TIMES FASTER __... 
THAN HAND SAWING 


Inexperienced hands can fell and buck trees after a few instructions. 
Make fast, accurate, horizontal, vertical, or any angle cuts in pine or 


Shorter stumps add extra lumber to every tree. 
Easily handled on operations with heavy undergrowth. 


oof clutch, handle throttle, and automatic lubrication. 
Electric chain sharpeners are available. 


Ask distributor below or write direct for literature, prices and demonstration. 


MALL TOOL COMPANY, 7733 South Chicago Ave., Chicago 19, Ill. 


AUTHORIZED DISTRIBUTORS: IDA.: Sawtooth Co., Boise. KY.: Brandeis Mach'y & Supply 
Co., Louisville. MASS.: Eggleston Supply Co., Boston. MINN.: G. N. Carlisle, Duluth, 
Gopher Equip. & Supply Co., Minneapolis. MO.: Victor L. Phillips Co., 
Kansas City, Geo. F. Smith Co., St. Louis. N. Y.: Slade Tractor Co., 
Albany. ORE.: Cramer Mach'y Co., Portland. PA.: Sincavage Chainsaw 
Co., Plaines. SO. DAK.: Rapid City Implement Co., Rapid City. WASH.: 
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a little over a million shares of the 
common stock of the operating com- 
pany, which has ordered two 10-cent 
dividends this year. The corporation 
has outstanding 593,865 shares of 
class A stock and also pays a dividend 
of 10 cents each time the company 
makes a declaration. 

Since the corporation receives 
$100,780 each time the company pays 
10 cents and only pays out $59,386, 
it should not take long to build up a 
surplus at this rate, it is said. 

At the close of last year the cor- 
poration had an earned deficit of 
$64,401, which should be wiped out 
this year. 





Forecast Conversion Rate 
in Building Materials 

The 1989 production level for most 
building products can be achieved in 
four menths or less when manufac- 
turers begin to reconvert, according to 
Producers’ Council. 

“The outlook with respect to spe- 
cific types of building products, is as 
follows: 

“Plumbing, heating, and air-condi- 
tioning equipment—On the whole, it 
will take several months after recon- 
version to achieve production at even 
50 percent of the 1939 rate. Some 
products, including vitreous china 
plumbing fixtures, are now above 1939 
levels, but the supply situation is 


















3 onl x = SEG Ee. 


re 


HARRY A. LOWTHER CO., 4003-141 W. Jackson Bivd., Chicago 4, Ill. 


Send the literature that will show how the C-Saw can work for me. 
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HIRE 1 MAN 
AND BUY THE OTHER 3 


Right now, in the woods near you, 
the Lowther C-Saw is felling, 
bucking and clearing — multiply- 
ing some crew’s output by three. 
This means lower production 
costs! And that's not all; men like 
to use the Lowther C-Saw. It gets 
men working and keeps them on 
the job! 

Put a Lowther C-Saw with one 
of your crews and watch 1 man 
do the work of 3! 








critical with respect to other products 
in this group. 

“Sand, stone, cement, plaster, lime 
—Current production either is in 
excess of the 1939 rate or could be 
for the most part in two months or 
less. 

“Clay and concrete products—Pro- 
duction of brick, tile, clay pipe, con- 
crete masonry units, and concrete 
pipe can easily exceed 1939 levels in 
less than one month. 

“Lumber and lumber products— 
Present output is considerably in 
excess of the prewar rate with the 
armed forces as the chief consumer. 
Availability depends largely on re- 
duction of military requirements. 

“Paint—Production at the 1939 rate 
could be achieved within two months, 
so far as standard lines are concerned. 

“Steel and non-ferrous metal build- 
ing products—Although production of 
basic steel shapes currently is higher 
than in 1939, war needs take a large 
portion. Steel sheet and structural 
shapes capacity is more than adequate. 
Reinforcing steel bars will quickly 
exceed 1939 production. Up to four 
months will be required, however, 
before the output of fabricated steel 
items, such as metal lath, steel joints, 
and accessories will reach 1939 levels. 

“Electrical supplies, refrigerators, 
and ranges—Production of electrical 
supplies now is greater than in 1939. 
Mechanical refrigerators and ranges, 
however, probably can not be produced 
in any great quantity in less than four 
months. 

“Other materials—Asphalt roofing 
and tile production is now at or above 
1939 levels. The same is true of wall- 
boards, insulation boards, mineral 
wool, glass, asbestos cement pipe and 
siding, and other products.” 


Insulation Board Institute 
Elects New Officers 


Henry W. Collins of Chicago, vice 
president of Celotex Corp., was elected 
president of the 
Insulation Board 
Institute at its 
annual meeting in 
Chicago, Nov. 16, 
succeeding Stuart 
H. Ralph-of New 
York City, vice 
president of Flint- 
kote Co. 

Other officers 
elected by the In- 
stitute are: vice 
president, Milton 
Wunderlich of In- 
sulite, Minneapo- 
lis, Minn., and 
treasurer, Mar- Henry W. Collins 
land S. Wolf, merchandising manager 
of United States Gypsum Co., Chi- 
cago. 

The Institute’s new board of direc- 
tors will include the officers, the retir- 
ing president, Mr. Ralph, and H. A. 
Hauptli of the Maizewood Insulation 
Co., Dubuque, Iowa. 
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WHOLESALE DISTRIBUTOR 
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Lumber Products — 


SPECIALIZING IN 


PONDEROSA PINE 


@ LUMBER 

@ MILLWORK 
@ MOULDINGS 
@ BOX SHOOK 


(ieo.J.Silbernagel 


GENERAL OFFICE 
8 S. Michigan Ave., Chicago, Ill. 


WEST COAST OFFICE 
Pacific Bldg., Portland, Oregon 
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AMERICAN LUMBER & TREATING COMPANY 


WOOD THAT'S 


"Keep this under your hat’ 


SAID THE ENGINEER TO THE RESERVOIR 





IMPORTANT FUNCTION of a reservoir roof is to 
cut down evaporation losses. Wood does that 
well, because it’s an excellent insulator. But 
even with wood roofs, water vapor makes a 
pass at getting out, is caught by the roof and 
condenses there. And being damp all of the 
time is tough on any material. 


THIS IS where the Wolmanizing process steps 
into the picture. It protects the wood that 
protects the water. Being deeply impregnated 
with Wolman Salts* preservative, Wolmanized 
Lumber* is highly resistant to decay. 


TANK BUILDERS learned long ago that the 
use of this vacuum-pressure treated wood saves 
them a lot of worry and cash. So, too, have 
other builders, architects and owners dis- 
covered that it pays to employ Wolmanized 
Lumber wherever there’s danger of decay 
(or termite attack). American Lumber & 
Treating Company, 1646 McCormick Building, 
Chicago 4, Illinois. *Registeréd Trade Marks 
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FOR SAFETY AND ENDURANCE 
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Gillies Bros. & Co. Ltd. 


BRAESIDE, ONTARIO, CANADA 


smite WHITE PINE ccs 


Genuine STROBUS) 
Air-Seasoned e Water-Cured 


For 102 years, 1842-1944. Capacity 30 million ft. annually 
Members N. W .L. D. Assn. 
DRY STOCK--ROUGH or DRESSED. Prompt Shipment 





Douglas Fir 


Timbers, Dimension 
and Boards. 


Sawmill Capacity 
200,000 ft. per day. 


L. H. L. Lumber Co. 
CARLTON, ORE. 


E. J. Linke Guy Haynes 











ALIFORNIA 


SUGAR & WESTERN 
PINE AGENCY 


#1 MONTGOMER 
SAN FRAN Lae 


ALIFORNIA 


GU GIR Pattern Lumber 


Selects and 
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1 California Ponderosa Pine | 
) Mouldings and Cut Stock | 
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Statesville, N. C. 


@)HANKSGIVING GREETINGS 
“We have so Much to be Thankful for!” 





M. BARGER LUMBER COMPANY 
BARGER MILLWORK COMPANY 


Nashville, Tenn. 


"One Stop" Service 
(Continued from page 17) 


sounds, and the dealer has a valu- 
able ally in the buying public. 

Honest experiments will soon let 
the dealer know what his customers 
want to buy. Hal Smith says, 
“When we see an item that looks 
like it might sell, we experiment 
with it and test it under actual sell- 
ing conditions in our store. We buy 
a small quantity, put it on display, 
and advertise it. We soon know 
whether or not we want to add the 
line to our regular stocks.” 

Coldwater is a town of approxi- 
mately 7,000 people. Sales oppor- 
tunities abound right in town, but 
farmers in the surrounding area 
offer an even greater potential mar- 
ket. To make the most of its local 
opportunities, the Pollock yard had 
to develop a “one-stop” store of 
equal service to both farmers and 
city people. The store must have 
widely diversified lines, but to as- 
sure rapid turnover and low over- 
head the slow moving lines must be 
avoided insofar as_ possible. To 
date the problem has been pretty 
well solved by a common-sense ap- 
proach and a willingness to experi- 
ment. 

Since the war started, new 
houses have been out of the sales 
picture, and the best market in 
Coldwater has been comprised of 
people wanting to repair their 
homes or remodel a room or two. 
Much of this has been possible even 
under the limitation orders. Fre- 
quently, these people have done 
their own work. They have bought 
tools, odds and ends of lumber, in- 
sulation, roofing, wallboard, kitchen 









BUY MORE 
AND MORE 
WAR BONDS 


Washington, D. C. 
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cabinets, paint, cabinet hardware 
and other items too numerous to 
mention. Naturally, Pollocks has 
received a big share of this busj- 
ness because customers find all of 
this merchandise under one roof 
there. 

Of course, farmers are good cus- 
tomers for all of the above men- 
tioned items. They are faced with 
the problem of keeping up not only 
their homes, but also their various 
outbuildings. 

To round out its lines and offer 
a real “one-stop” building materials 
service to the rural trade, this com- 
pany carries a rather complete se- 
lection of barn hardware. Accord- 
ing to Hal Smith, barn hardware is 
usually purchased when the barn 
is built, and there is no reason why 
the lumber dealer shouldn’t get the 
business. ; 


Home Workshops 

(Continued from page 27) 
tapers, spirals, and ornamental mould- 
ings. 

Jointer: Used for dressing lumber 
to exact size, planing a working face, 
and smoothing out warped and twisted 
boards. An easy means of making 
round tenons, cutting rabbets, and 
beveling. 

Grinder: Essential for keeping tools 
sharp and in perfect cutting form. A 
precision machine adapted to all 
grinding ana sharpening operations 
and can be used for buffing and cut-off 
work. 

Drill Press: Really six machines in 
one; it does drilling, routing, sanding, 
mortising, shaping, and grinding. 

Sanders: Power sanders do away 
with long tedious hours of hand finish- 
ing. Beveling, end dressing, and sand- 
ing inside curves are done on the belt 
sander, while the disc sander is at its 
best in pattern sanding and surfacing 
circular work. 

Band Saw: Provides a continuous 
cutting edge which permits the cutting 
of long straight stock, multiple savw- 
ing, and ornamental work. With 4 
sanding belt it is also used for sanding 
in corners and curved surfaces. 

Shaper: For long straight mould- 
ings, rabbets, curved work, and fluting. 
Indispensable for tenoning, sash 
mouldings and rabbets, tongue ani 
groove joints, pattern shaping, and 
cabinet work. 

Lumber Dealer’s Opportunity 

The entire project works out into? 
two-fold opportunity for the lumbet! 
and building material dealer. Thos 
who merchandise a line of tools wil 
do well to consider an advertising 
program based on a workshop as 4 
place in which to relax and find pleas 
ant outlet for creative skills. 
addition shop owners make regula! 
purchases of materials and usuall) 
buy the best, highest profit items 
though their purchases are often f! 
small quantities. 




























































du: 
en 


un 
me 
ing 
do 
cer 
tui 
ple 
the 


lie 














dware 
us to 
's has 
busi- 
all of 
> roof 


d cus- 
. men- 
d with 
yt only 
‘arious 


1 offer 
terials 
S com- 
ete se- 
\ccord- 
vare is 
> barn 
yn why 
yet the 


) 
mould- 


lumber 





ng face, 
twisted 
making 
ts, and 


ng’ tools 
orm. A 

to all 
erations 
1 cut-off 


hines in 
sanding, 
ing. 

lo away 
d finish- 
nd sand 
the belt 
is at its 
urfacing 


ntinuous 
> cutting 
ple saw- 
With a 
- sanding 
i. 
; mould- 
1 fluting. 
.g, sash 
gue and 
ing, and 


inity 
ut into 4 
» lumber 
Those 
ools will 
vertising 
lop as # 
nd pleas 
ills. I 
regulat 
usually 
it items, 
often fot 


{BERMA) 





Review of Production, 
Shipments and Orders 


The picture is no more encouraging 
than it was a fortnight ago. If any- 
thing, the labor situation is worse and 
no immediate relief is in sight. Con- 
tinuing shortages of heavy truck tires 
and operating equipment are hamper- 
ing production. The season is far 
enough advanced that bad weather 
may be expected at any time, and 
winter conditions, of course, will slow 
down logging operations. 

Lumber shipments of 502 mills re- 
porting to the National Lumber Trade 
Barometer were .4 percent below pro- 
duction for the week November 4, 
1944. In the same week new orders 
of these mills were 14.1 percent less 
than production. Unfilled order: files 
of the reporting mills amounted to 90 
percent of stocks. For reporting soft- 
wood mills, unfilled orders are equiva- 
lent to 35 days’ production at the cur- 
rent rate, and gross stocks are equiva- 
lent to 37 days’ production. 

For the year-to-date, shipments of 
reporting identical mills exceeded pro- 
duction by 2.6 percent; orders by 4.5 
percent. 

Compared to the average corre- 
sponding week of 1935-39, production 
cf reporting mills was 22.8 percent 
greater; shipments were 25.5 percent 
greater; and orders were 11.9 percent 
greater. 

The weekly average of West Coast 
lumber production in October (4 
weeks) was 150,113,000 board feet, or 
95.0 percent of 1940-1943 average. Or- 
ders average 139,074,000 b.f.;° ship- 
ments 150,446,000. Weekly averages 
for September were: Production, 149,- 
736,000 b.f. (94.7 percent of the 1940- 
1943 average); orders, 154,156,000; 
shipments, 150,089,000. 

The industry’s unfilled order file 
stood at 982,510,000 b.f. at the end of 
October; gross stocks at 477,952,000. ° 

The definite low spot in Central 
Procuring Agency buying, which fea- 
tured the West Coast lumber situation 
during September and up to the very 
end of October, has been ended by an 
unexpected upturn in military de- 
mand. CPA West Coast lumber tak- 
ings for the two fall months were 
down to less than 80 million board 
feet per month, or only about 14 per- 
cent of production. The industry ven- 
tured to think of reconversion and to 
plan for the return to normal trade. 
Then new war demands swung into 
the picture. 

The West Coast lumber industry be- 
lieved it had finished its job on air- 


~~ 


plane lumber. Now it has to supply 
an urgent need for 7 million feet of 
Sitka spruce and Noble fir aircraft 
lumber for troop gliders. There has 
been a surprise shift on Douglas fir 
lumber for military truck bodies. This 
supply assignment was apparently 
completed. Now from Detroit comes 
orders for several million feet more 
of Douglas fir truck body material. 
November 1 saw a round half-dozen 
“must” orders for cargo shipments of 
lumber from West Coast ports, placed 
on extremely short notice. The Sig- 
nal Corps has discovered a serious 
shortage of crossarms for essential 
extensions of telephone lines—and 
here again several million feet of a 
specialized grade of Douglas fir lum- 
ber is an almost immediate demand. 
Another program, one previously un- 
heard of within the industry, projects 
a prodigious number of prefabricated 
warehouses which. will be shipped 


knocked down for urgent if temporary 
needs. 

The items cited simply emphasize 
the point that West Coast lumber has 
apparently passed through a low spot 
of government requirements and is 
again working under the tremendous 
pressures of the urgent wants of war. 

Meanwhile, the West Coast lumber 
industry faces. some tough going. 
Winter is nigh, and its log supplies 
are uncertain. Manpower in both 
woods and mills is becoming a more 
critical problem than at any time of 
the war. The shortage in logging 
truck tires grows worse daily. There 
is little hope of a supply of perma- 
nent types of anti-freeze compound 
for logging trucks, which cannot oper- 
ate on alcohol or other anti-freeze 
agents that are evaporated by heat. It 
is still war in the woods, and the for- 
est fights on. 

Canada’s lumber production for 





Production by Species — 1944 
(Thousand Board Feet) 


























Species January _ February__ March. Apri). May_____ June July 
Gastern Softwoods 
Cypress 16,164 17,638 18,258 15,515 17, 582 17,490 16,900 
Hemlock 35,876 41,413 40,487 38,901 41,417 43,529 36,676 
White Pine 9,96 78,802 90,833 90,176 102,359 100,962 15,907 
So. Yellow Pine 732,389 698, 567 773,450 716,100 782,157 799,881 760,878 
Other Pine 12, 59% 9,387 13,050 19,007 22,632 245103 21,575 
Spruce 7,275 143k 8,707 6,709 7,413 8,94 8,899 
Other 2.219 2.973 bag 265 2,027 54206 bs 67 2,814 
Total 876,483 856,414 949,150 $88,435 __ 978,766 _ 999,596 923,649 
Hardwoods 
Ash 9,167 8,861 9,228 9,007 9,459 9,863 9,525 
Basswood 9,172 10, 528 12,090 12,839 10,188 12,136 9,700 
Beech 29,427 28,075 29,126 29,639 29,821 32,897 31,337 
Birch 18,960 18,938 19,303 17,779 16,350 15,200 1,156 
Cottonwood 12,076 12,692 15,164 12,754 2hy Hole 14,139 22,635 
ls 15,768 15,055 15,604 16,026 11,229 15,071 16,476 
Black & Tupelo Gum 26,167 23,507 22,322 23,362 28,474 29,600 32,777 
Red Gum 76,006 64,010 69, 088 62,486 65,660 80,260 93,116 
Hickory & Pecan 11,612 11,296 10,657 11,655 4,127 15,642 16,723 
Hard Maple 35,615 38,287 43,206 425429 41,955 39,017 32,234 
Soft Maple 11,962 11,317 12,793 12,989 13,04 13,031 12,2% 
Red Oak 153,884 142, 732 148,436 151,353 156,875 183,647 199,068 
White Oak 95,227 76,557 85,905 92,898 91,694 104,665 101,565 
Yellow Popler 58,953 4h, 389 44855 50,615 46,936. 52,182 48, 766 
Walnut 6,400 5,166 5,025 6,913 5,206 5,477 4,956 
-Mthar 32,620 hQ. 07 45.753 38,806 49,104 43,610 46,368 
Total 610,056 ____ 555,464 588,555 591,550 __ 615,056 __ 666,443 688,676 
Port Orford Cedar 2,480 3,687 3,312 2,684 3,324 2,797 2,851 
Western Red Cedar 10,939 12,200 15,205 10,812 10,418 10,410 10,735 
Douglas Fir 566,735 594,602 636,079 621,476 577,118 2240 499,810 
ite Fir 12,787 13,795 14,183 18,1% 245923 Shey 306 42,022 
Western Hemlock 60,104 54,072 66, 563 61,527 63,637 65,774 55,964 
larch-Douglas Fir 40,937 55,432 59,537 69,234 94,458 95,895 101,263 
Ponderosa Pine 1%,801 209,920 275,217 =: 298,386 = 406,315 405,271 +: 3373, 796 
Sugar Pine 6,509 7,39 9,215 12,140 22,688 32,262 «33,796 
34,320 37,225 43,945 39,767 43,216 41,901 34,72 
Sitka Spruce 339568 36,828 40, 37,686 31, 0% 26,084 23,806 
LAG 12539) 2,803 STO 
Tetel 2e002,%0 1,057,282 1,205,258 1,201,664 1,324.81) 1,381,653 1230440 
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Focusing on war needs now, 


¥ Western 
Lumber Wholesalers 


are looking forward in 
the hope of being able to re- 
sume their accustomed peace- 
time service some time during 
the coming year. 


With a break in the war, plan 
to contact the leading Western 
Wholesalers listed below for 
your first after-war needs. 





MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
HOMESTEAD BRAND 
WESTERN LUMBER MERCHANTS 
CARL SODERBERG —Saymill: Fine 
LUMBER COMPANY rye 


Spokane, 
Manufacturers and Wholesalers 


Washington 
Morrill & Sturgeon 


Caonsture) 
Lumber Co. 


Yeon Bie., Portland, Ore 

WALES LUMBER COMPANY 
Old National Bank Building 

SPOKANE, - - += WASHINGTON 




















DUNCAN LUMBER COMPANY, INC. 


Specialiste in Heavy Douglas Fir Clear Cante 
SEATTLE, WASH. 
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1944 will reach near-record propor- 
tions, according to a statement from 
the Department of Munitions and 
Supply, but war-expanded demands 
continue at an even higher rate. 
Latest estimate of the 1944 cut is 
4,700,000,000 board feet, 100,000,000 
more than last year and not far under 
the all-time records of 4,941,000,000 
established in 1941. 

Of the 1944 production 2,100,000,000 
is earmarked for use in Canada with 
1,000,000,000 going to the United 
Kingdom, 900,000,000 to the U. S. and 
200 millions to other countries. 

Demands from Britain continue at 
a high rate, largely for replacement 
of bombed-out buildings. It is ex- 
pected this and the requirements of 
occupied countries as they are liber- 
ated will maintain export markets at 
high levels for considerable time. 

Figures compiled by the department 


show that domestic consumption, 
which accounts for about half the cut, 
has, under wartime controls, kept 
pace with increased output. 
Supply and Demand in 
the Market Centers 

SAN FRANCISCO: Inventories 


continue low in both wholesale and re- 
tail yards. A few weeks ago there 
were signs that the supply situation 
would ease up, but that hope has dis- 
appeared for the time being. Military 
demand has increased greatly, and 
wholesalers report that many mills 
are reluctant to take business. . . Gen- 
erally speaking, demand at retail 
yards is reported low. Dealers still 
have to take what they can get as 
the better grades are difficult to ob- 
tain. The home repairs market is fair 
and huoseholders ‘are buying anything 
they can get. . . The seasonal mills 
are closing down, and this reduction 
in production will soon make itself 
felt in the market. 


BOSTON: The government is buy- 
ing from 80 to 90 percent of the 
spruce, fir and northeastern pine be- 
ing received in New England distrib- 
uting points, according to local deal- 
ers. Boards for crating and planks 
for dunnage constitute the greatest 
government demand. . . The overall 
supply of northeastern lumber has 
been somewhat better in the past two 
weeks, but the difficulty is in getting 
specific sizes and types. If the dealer 
specifies 2 x 4’s, he is likely to get 
2 x 12’s mixed in with them. 

KANSAS CITY: In this area, at 
least, C.P.A. demand has abated con- 
siderably, but this agency is still buy- 
ing one-inch boards and two-inch di- 
mension. Railroads are in the market 
for lumber to rebuild boxcars. Over- 
all demand is large, and all types and 
grades are’ wanted. . . Retail inven- 
tories are a little better because deal- 
ers have made an effort to build them 
up. They have a fair stock of two- 
inch lumber. Desiring to round out 
their inventories, they are seeking 


inch stock—flooring, ceiling and drop 
siding. 

TACOMA: There is enough lumber 
to supply the demand from govern- 
ment agencies. There is considerable 
demand from private buyers but most 
of them rate too far down the priority 
list to receive much consideration. 
Such lumber as is available for pri- 
vate buyers is not very suitable for 
building ‘purposes. . . A demand for 
additional housing facilities of a per- 
manent nature is developing here as 
a result of the near completion of an 
advance naval base. Tacoma con- 
tractors, real estate men and even 
FHA officials have united in petition- 
ing district authorities, asking that 
priorities be released to private con- 
tractors to build permanent rather 
than temporary housing units for per- 
sonnel that will be brought here to 
operate the base. Builders declare 
they are willing and able to start this 
construction if granted the priorities. 
Preliminary conferences have caused 
some optimism that the request will 
be granted. 

NORFOLK: According to reports 
from this area, the situation in retail 
yards is discouraging. Retail opera- 
tions are practically at a standstill 
because dealers cannot replenish their 
stocks, and there is very little lumber 
being carried by the yards right now. 
. . The regular wholesalers have very 
little stocks to offer at this time at 
any price. 

CHARLOTTE: For the most part 
the wholesale and retail distributors 
of lumber appear to be reasonably 
satisfied with the operation of L-335. 
However, operators of retail yards are 
in great need of flooring, ceiling, sid- 
ing and shed stock and are finding it 
increasingly difficult to obtain, even 
with priority ratings. This condition 
has been brought about to a large 
extent by special permission being al- 
lowed certain shippers to load cars on 
a “mill run basis.” In other words, 
much of the lumber being shipped is 
being ordered on the basis of “No. 2 
common and better, random widths 
and lengths.” One lumberman made 
the observation that this was an ex- 
travagant waste of good 
which could be well utilized for es- 
sential purposes. If the special per- 
mission were withdrawn, he claimed, 
then the distributors as well as essen- 
tial consumers with high ratings 
might begin to receiye the grades, 
sizes, etc. which they need, but which 
have been shut off from them. . . Con- 
trary to the pattern currently de- 
scribed in material substitution list 
No. 14 issued by WPB, there appears 
to be a greater supply of 2 x 4’s in 
Southern pine than of common boards. 
This list shows common boards in 
second bracket and 2 x 4’s in first 
bracket. . . Many military box con- 
tracts which were cancelled by the 
War Department in September have 
been reinstated. So there is still a 
heavy demand for crating and boxing 
materials. 
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SOUTHWEST 
Lumber Mills, Inc. 


McNary, Arizona 


Mills at McNary and 
Flagstaff, Arizona 


DISTRICT SALES OFFICES 
PHOENIX, ARIZ.-R. B. HOWELL, Representative 

















CHICAGO- °° fianager © Phone, Superior 9004 
Manufacturers 
PINE & POPLAR sek 
LUMBER og “3 











Change Your Saws to Simonds 


BF, 3, or 2', inserted tooth. Cut more lumber at les- 


etpense, and no saw trouble. Saw returned 2nd day a 


a new one, at about '; the cost of new. SAVE on 2'; 


edger sawn, also on solid and trimmer aaws 


J. H. MINER SAW MFG. CO., Meridian. Miss. 








WHITE PINE 2"hcose- 


Al California White 
so and Sugar Pine 


Fir Wallboard Qt dicit products 
William Schuette Company 


New York 
Office--41 East 42d St. PITTSBURGH, PA. 
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Vest Pocket Ready Reckoner 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 
, - = “CHICAGO, ILL. 
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Screen Cloths 11255 


Two new screen cloths, available in 
limited quantities at present, for 
health protection of the home of to- 
morrow are announced by the Rey- 
nolds Wire Co. They are “Green Edge 
AlecrominA” and “Red Edge Cro- 
minA.” These new screen cloths have 
a newly developed finish, are non- 
staining and are highly corrosion re- 
sistant. For further’ information 
check number 11255. 


Moisture Detector 11253 


A new light-weight portable moist- 
ure detector has been developed by 
the Colloid Equipment Co. This me- 





ter is built for long, hard wear, gives 
instant measurements of moisture in 
wood, plaster, masonry and many 
other materials. No special skill is 
required to operate the instrument 
and readings are said to be correct 
within one percent. For further in- 
formation, check number 11253. 


Window Book 11257 


A portfolio of eighteen window ar- 
rangements that efficiently insulate 
and at the same time frame the 
scenic splendor of the outdoors, has 
been published by Andersen Corp. 
Complete casement, horizontal glid- 
ing, double hung and basement win- 
dow units with specifications for each 
are included. In line with this port- 
folio is another detail catalog entitled 
“Andersen Wood Windows.” For fur- 
ther information, check number 11257. 
New Prod. 


New Chuck 11252 


Now available is the new “Univer- 
sal Chuck,” inexpensive, yet precision- 
made by the Ideal Commutator 
Dresser Co. The two sets of jaws 
and scroll are made of specially 
treated alloy steel and the body of 
high tensile strength semi-steel. A 
mounting adapter is furnished with 
each chuck so that the chuck may be 


accurately fitted to the particular 
lathe on which it is to be used. For 
further information check number 
11252. 


New Red Book 


The November 1944 issue of the 
Lumbermen’s Credit Association’s 
“Red Book” is now available. It is a 
semi-annual consolidation of the serv- 
ice’s bulletin of changes in the lumber 
and woodworking industries. Lumber- 
men’s Credit Association, Inc., 608 So. 
Dearborn, Chicago, publishers of the 
service, advise that there are dozens 
of newly listed sawmills, some brand 
new and other mills which have re- 
sumed, as compared with six months 
ago. 


Chain Saw Bulletin 11254 


A semi-monthly bulletin entitled 
“Disston-Mercury Chain Saw News 
Bulletin” is being published by Henry 
Disston & Sons for owners and pros- 
pective owners of chain saws. To be 
placed on the mailing list for the bul- 
letin, check number 11254. 


Motion Picture on 
Forest Products 


A featurette entitled “From Spruce 
to Bomber’ depicting the manufac- 
ture of a Mosquito bomber, from the 


es me oe 
yt 


ome Te 
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felling of the trees to the testing of 
the plane, is being released by Univer- 
sal Pictures this fall. 


Tire Handbook 11250 


For commercial users of tires, the 
pocket-size “Operators Handbook” 
has been published by the B. F. Good- 
rich Co. An important feature is a 
section detailing eight factors which 
affect truck tires: load weights, air 
pressure, speed, matching of duals, 
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HOLT HARDWOOD (0. 


Manufacturers of 


MAPLE @ BIRCH @ BEECH @ OAK 
STRIP @® BLOCK 
and 
HERRINGBONE 
FLOORING 


BROOM HANDLES 
GRADED SAWDUST 


* 
High Grade Northern Hardwoods 
* 

Custom Kiln Drying 


a 
Members: M. F. M. A. N. H. L. A. N. H. & H. M.A. 


OCOnTO, WISCONSIN 


Two Great Woods 


to restock your yard with— 
as soon as Uncle Sam’s box 
and crating requirements are 
met—will be “John Day 
Ponderosa Pine and ‘Mount 
Hood” Douglas Fir. 


These two famous woods 
have been satisfying Oregon 
Lumber Co. customers for 
55 years. With Victory we 
will offer a broader service 
than ever, including cut 
stock, mouldings, millwork 
and special items. 


OREGON 
LUMBER COMPANY 


PINE SALES, BAKER, ORE. 
FIR SALES, DEE, ORE. 
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Pluswood, Inc. 


The three modern, highly efficient, inter-related plants 
shown above are at your service to bring you every- 
thing you need in northern hardwoods from single-ply 
ly, in. thick to plywood 24 in. thick. High density wood 
is available in sheet size 48 in. x 72 in., ranging in 
thicknesses all of the way up from 14, in. to 24 in. Under 
one management, with the Lullabye Furniture Corpora- 
tion as the parent company, these three plants provide 
the most complete line of northern hardwood stock 
products in the field—offer you so great a range of 
woods, sizes and thicknesses that you can meet the 
requirements of all customers with the right product. 
Here is a supply source with a service in wood un- 
duplicated elsewhere. Use it for your own profit, as 
so many others are doing, Write to the plant, or 
plants, whose product currently interests you the most. 


Lullabye Furniture Corp. 
PLYWOOD DIVISION 
Stevens Point Ons 


Plywoods 
Northern Hardw 


s 


od Veneers, Inc. V neat 


+ 


<a High Density Woods 
I a er Oe PT 
Bruce, Ontario, Canada Forest Products 


Pluswood, Inc. 
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WATER 
PUTTY 


WILL NOT SHRINK 





(HERE'S WHAT \ 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form...just 
mix with water and 
use. Will not shrink. 





STICKS AND STAYS pur 
i 






Your jobber con give immedicte 
delivery on Durhom's Rock-Hord 
Water Putty. Pocked twelve 1-Ib. 
cons or Four 4-Ib. cons to case. 
Also available in 25, 50 and 
100-Jb drums for industriel users. 


Sticks and stays put. 








DONALD DURHAM CO. 
Des Meines ¢, lowe 






The PLASTIC Repair Material 
in POWDER Form 





The MANAGERIAL FILE 


A desk-side efficiency unit 
for the busy executive de- 
manding privacy, security, 
convenience. 2 locks. 2!/2” 
rubber castors. Ball-bear- 
ing rollers on drawer. 
High quality. Order today. 
Northwest Metal Prods. Co. 
1337 E. Mason Street 
Green Bay, Wis. 














JAMES W. SEWALL \ 


Consulting Forester 


JAMES W SEWALL 
Old Town. Maine 


Estyblished 1910 


PHILLIPS & BENNER 
Ruttan Block 
Port Arthur 





Ontario e 





‘SULLIVAN LUMBER Co. 
YARD STOCK - } R "CLEARS. 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 32 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 











Coast FoRESt PRODUCTS 


* a "THE COMMERCIAL 
Mexico TIMBERS of MEXICO" 


Concise new Booklet listing and describing 60 
weer Mexico's commercial timbers. Compares 

with U. S. species. Describes appearance, 
texture, color, utility, size, weight, pronunciation. 
Practical, authentic. ‘Sent postpaid on receipt of 


$1 per copy. 
ARNOLD JOERNS 
Dept. A, 333 N. Michigan Ave., Chicago 1, Il. 





load distribution, rims, size and con- 
dition, wheels, brakes and springs, 
and how the vehicle is driven. Data 
on tire types manufactured by Good- 
rich are included. For further infor- 
mation check number 11250. 


Roofing Survey 


“A Survey of Roofing on Farm 
Buildings” contains actual data col- 
lected by field men in personal con- 
versations with farmers, and repre- 
sents a cross section of opinion in re- 
gard to farm roofing. Available from 
the American Zinc Institute, 60 E. 
42nd Street, New York, N. Y., for $1 
per copy. 


Rechargeable Flashlight 


Battery 11256 


A six page catalog section on its. re- 
cently introduced rechargeable wet 
storage battery for flashlights has 
been published by B. F. Goodrich Co. 
The catalog is illustrated and gives 
complete details on the development 
and virtues of the battery. For fur- 
ther information check number 11256. 


Radiant Heating Study 112510 


A group of case studies of radiant 
heating installations in small resi- 
dences, office buildings and war plants 
is presented by the A. M. Byers Co. 
of Philadelphia. Costs and user sat- 
isfaction are discussed and complete 
data on installation and performance 
of these systems is included. Infor- 
mation available by checking number 
112510. 


112512 


A 22 page illustrated booklet is 
being published by Vulcan Iron Works 
giving latest information on replace- 
ment parts, domestic and foreign ship- 


Locomotives Booklet 


ments, inquiries and proposals on thei 
tank type locomotives. Some infor. 
mation on _ tender-type, diesel and 
gasoline geared and _ diesel-electri 
locomotives is also included. Principal 
specifications and haulage capacities 
are given in complete detail for all 
of the tank-type locomotives. Liter. 
ature obtainable by checking No, 
112512. 


New Stoker 11251] 


A new stocker developed by Kol- 
master Corp. of Oregon is a two- 
motor domestic size unit with syn- 
chronized automatic control of air 
and fuel feeds. It incorporates many 
patented “Kolmaster” features _in- 
cluding the off-set hopper and divid- 
ing plate burner. It accommodates 
any grade of coal. For further in- 
formation check number 112511. 


History of Power 


Transmission 11258 


A new booklet entitled “From the 
Shadoof to the Dominant Drive” is 
a thumb nail history of man’s effort 
to transmit power for his own bene- 
fit. This booklet, published by the 
Multiple V-Belt Drive Association, 
traces machinery development from 
prehistoric times to the present day. 
For further information check number 
11258. 


New Copy Pencils 11259 


Three types of pencils to make 
more and clearer carbon copies have 
been developed by the Reliance Pencil 
Corp. The units are smudgeless; and 
are said to make six or more carbon 
copies without breaking or cutting the 
top sheet. For further information 
check number 11259. 








For Further Information. 


about any new product or piece of literature described in this department 
check the following numbers which correspond with key riumbers to be 
found in the heading of the items. Sign the coupon, mail it promptly to the 
AMERICAN LUMBERMAN, 139 N. Clark St., Chicago 2, Ill., and the desired 


information will be forwarded. 


11251 - 11252 

: 11255. 11256 

11259 112510 
RE ee Ser iat oe ae 
OSE Sa ae eae ee 
SE iv, . b+ dens Scahheiwonrey.> oe 
EIN, So o'o 5000 cdcvetestconede 
November 


11253 “11254 > 
11257 11988" 
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Adapt This Idea To Your Own Needs 


BARCLAY TRANSFORMS DOCTOR'S LAVATORY 


Barclay, Plastic-Coated Wallboard, is used by 
thousands of physicians in their offices. As scien- 
tists they recognize its sanitary quality. Requiring 
an atmosphere of dignity and cleanliness, they 
approve its sparkling, colorful beauty. PLUS 
VALUE is the economy of Barclay, not the least 
of which is its ease of erection. 





Write for nearest dealer and/or catalog 











BARCLAY MANUFACTURING COMPANY, INC. 
385 GERARD AVENUE BRONX 51, N. Y. 


atl 




















THE SIMPLEX ELECTRIC ONE-HAND TIME STAMP 


fells 


forest of 
disputes 





It dates all paper 

forms, cards, tickets, 

slips . . . records, reports, 

receipts . . . letters, invoices, etc. 

lt. tells when supplies were ordered, 

received, distributed . . . when services 

were rendered. It lubricates:labor-management rela- 

tions . . . eliminates disputes. It tells when orders 

or operations began, stopped, passed along, ended. 

Its minute-date is the indisputable evidence required 

to protect those on the job. “Our Simplex Electric 

One-Hand Time Stamps serve dozens of indispensable 

purposes," writes one lumber company. Folder A-!| 

now ready, Write for it. Simplex Time Recorder Co., 
Gardner, Mass. Branch offices in principal cities. 


SIMPLEX. SAVES MANPOWER 
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A-Margin 


BEYOND THE CALL 
OF NORMAL SERVICE 


® Now at a time when we are being urged 
to “conserve, and make-do” many civilian 
essentials, merchants who were far-sighted 
enough,..before war_ restrictions limited 
sales, to have placed QUALITY first in 
importance, will be remembered—favor- 
ably. The word conservation itself implies 
that the thing being conserved retains 
enough of its original value to make re- 
pairing practical. The extra quality woven 
into Cortland products allows for just such 
a margin of usefulness in an emergency— 
a margin even beyond what is called 
“Standard Practice.” ‘ , 


Rigid and undivided control of all 
phases’ of manufacture—in one group of 
mills—from scientific selection of raw ma- 
terials to the weaving and coating opera- 
tions—gives to every Cortland product 4 
long life and a useful one. i 

It will pay you to remember this fact “ © 
when we again are able to ship you all the 
wire screen cloth, hardware cloth and 
netting you desire to buy. 


WICKWIRE BROTHERS, INC. 


CORTLAND, NEW YORK 


Ortland Brands 


WIRE—SCREEN WIRE CLOTH 
POULTRY NETTING—NAILS 





Wood Mosaic Co., Louisville, Ky., 
has won the Army-Navy production 
award for the fourth time, adding the 
third White Star to its flag. 


J. E. Higgins, president, J. E. Hig- 
gins Lumber Co., San _ Francisco, 
Calif., returned recently from a 30- 
day business trip to Guatemala and 
Mexico. 


The Acme Sash & Door Co., Aber- 
deen, Wash., which recently pur- 
chased the Cathlamet (Wash.), saw- 
mill of Crown-Willamette Co., has 
reopened the mill and intends to oper- 
ate it for three to six months, after 
which the mill will be dismantled and 
moved to Tillamook, Ore., where it 
will be reassembled and used to cut 
up logs for shipment to Acme’s Aber- 
deen plant. Ralph:Shafer is in charge 
of the mill as superintendent. 


East Jordan Lumber Co., East Jor- 
dan, Mich., has been purchased by 
Herman Drenth & Sons, Ellsworth. 


G. P. Seagle, general manager of 
G. P. Seagle Lumber Co., Marion, 
N. C., has announced the purchase of 
the Builders Supply Co., which has 
been owned and operated for the past 
22 years by J. H. L. Miller, and which 
will be known in the future as the 
G. P. Seagle Lumber Co. Retail Yard. 


M. H. Sperry, president of Valentine 
Clark Corp., St. Paul, Minn., has been 
named to serve on a five-man com- 
mittee concerned with the pricing of 
lodgepole pine poles. His committee 
is a subcommittee of the advisory 
committee for the Douglas fir pole and 
piling industry. 


Daughter Completes Basic 
Training 


Lieut. Margaret Jane Austin, U. S. 
Army Medical Corps, daughter of 
J. P. Austin, western manager of 
AMERICAN LUMBERMAN, and 
Mrs. Austin, has finished her Army 
basié.training at Fort Lewis and was 
ordered to Barnes General Hospital, 
Vancouver, Wash., where she arrived 
Oct. 30, awaiting further orders. 


Company Ghanges Name 


George L. Lee, president of Landon 
P. Smith, Inc., Irvington, N. J., 72- 
year-old manufacturers of Red Devil 
painters’ and glaziers’ tools, has an- 
nounced the company’s change of 
name to “Red Devil Tools.” 

Said Mr. Lee: “It was a case of our 
Red Devil trade name being far better 
known than the name of the company. 
Everyone—consumer, dealer, jobber— 
calls us ‘Red Devil;’ places orders 
with ‘Red Devil’; looks for our ad- 
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dress under Red Devil! So, to prevent 
confusion it seemed wise to make the 
change in company name.” Landon P. 
Smith, the founder, continues as chair- 
man of the board of directors. 

Postwar plans include further ex- 
pansion and the addition of many 
new items, including a complete line 
of paper hangers’ tools and devices, 
and improved floor sanding and paint 
conditioning machinery. 


Lumberman Community Leader 


J. R. “Bud” Fitzpatrick, owner of 
the Fitzpatrick Lumber Co., Spring- 
field, Ill., has assumed a position of 





J. R. "Bud" Fitzpatrick 


community leadership in Illinois’ capi- 
tal city. “Fitz” is known throughout 
Springfield and central Illinois as the 
sponsor of the “Fitzpatrick Lumber- 
jacks”—a hard-fighting, pennant-win- 
ning, semi-pro baseball club. 

More recently, “Fitz” has become 
publisher of the Citizen’s Tribune, a 
weekly paper which supports clean 
sports in the community and cham- 
pions every movement for community 
betterment. The Tribune is housed in 
a modern, completely equipped plant 
and is fast becoming recognized as a 
potent voice in affairs around Spring- 
field. 

Fitzpatrick has sponsored amateur 
athletics ever since he entered the 
retail lumber business in 1921. He 
has promoted football, basketball, 
baseball (hard and soft ball), men’s 
and women’s bowling and soccer. His 
baseball team has won fourteen cham- 
pionships in the past twenty seasons. 
On other occasions they have been 
runner-ups. 

In recognition of his sports-interest, 
the Springfield lumberman was ap- 
pointed member of the Illinois State 


Boxing Commission for the years 
1937-41. 

Fitzpatrick added the newspaper to 
his business interests in 1942. As 
might be expected, the paper imme- 
diately began to reflect the owner’s 
sport background. Under his owner- 
ship, the Tribune has sponsored the 
“Golden Gloves” boxing tourney at 
Springfield—said to be the only week- 
ly newspaper in the United States to 
promote such an enterprise. 

The tourney was held before capac- 
ity houses in Springfield with turn- 
away crowds. The newspaper sent 
eight fighters to Chicago for the 
finals and had the joint honor of being 
the only new tourney sponsor to do 
so and the only news-sheet to send an 
all-civilian team to the meet. 

Later in the same year, 1944, the 
paper owned by the multi-interest 
lumber retailer sent an all-star down- 
state kid baseball team to the Es- 
quire-Chicago Daily News “kid” 
baseball tourney. 

The Fitzpatrick Co. operates, in 
addition to its yard, a woodworking 
plant which offers custom millwork 
to the community. 


Successors Elected 


At a meeting of the directors of the 
Sabine Lumber Co. and the Texas 
Long Leaf Lumber Co. in Trinity, 
Tex., on Nov. 14, officers were elected 
to fill vacancies caused by the death 
of Paul T. Sanderson. 

Frank D. Wherritt was elected 
president and general manager of 
Sabine Lumber Co., Trinity, Tex.; and 
J. H. Kurth, Jr., Houston, Tex., was 
elected president of Texas Long Leaf 
Lumber Co., Trinity, Tex., with Frank 
D. Wherritt of Houston vice president 
and general manager and Alexander 
G. Sanderson of Texarkana, Tex., 
elected a director. 


Lumberman Is Oregon 
Golf Champion 


Elmer Stoddard, member of the 
well known Stoddard family of lum- 
bermen of Baker, Ore., is Oregon’s 
senior golf champion and has been 
numbered among the amateur con- 
testants in the Portland $15,500 Open 
Golf classic to be played Nov. 23, 24, 
25, and 26, pitting his shots against 
the best in the country. 

For the past five years Mr. Stod- 
dard has been in charge of the pine 
department of J. A. Irwin Co., Port- 
land, Ore., manufacturers and whole- 
salers of Pacific Coast Lumber. 


Appointed Assistant General 
Sales Manager 
Wood Conversion Co., St. Paui, 


Minn., manufacturers of Balsam-Wool 
and Nu-Wood insulations, announces 


.the appointment of R. E. Donnelly as 


assistant general sales manager; he 
was formerly New York district man- 
ager. Having served in World War |, 
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Thurston -Flavelle 


Limited 
Port Moody, B. C. Canada 


We ask the forbearance of all who are offering 
us additional business. We regret exceedingly 
that due to limited log supply and shortage of 
labor we are unable to book any new business. 
With Victory and improvement in our situa- 
tion we pledge resumption of our accustomed 
high standards of service on our dependable 
quality TF Brand Red Cedar lumber and 


shingles. 

















Right now ‘in the midst of war, 
thousands of families are planning 
a dream home for postwar con- 
struction. The Lumber Dealer who 
is ready to serve them, will get the 
business when the time comes. 
Write us for information on fram- 
ing, boards, shed stock, timbers 
and flooring. 


WOOD LUMBER CO. 


BIRMINGHAM, ALABAMA 
MANUFACTURERS & WHOLESALERS OF PINE & HARDWOOD 
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Kiln-Dried 


DOUGLAS FIR 








350,000 Feet Daily 
.. for War Uses Now 
for Your Postwar Needs 


With Victory the great Oregon-American plant 
will resume prompt service to retail and whole- 
sale lumber dealers who have always been our 


primary customers. 


Oregon-American is well-equipped to meet 
your after-war requirements—large timber re- 
sources, modern precision manufacturing facil- 


ities, including ample dry kiln facilities. 


When restocking your yard, put in a complete 
line of O-A kiln-dried building lumber. 


OREGON-AMERICAN 
LUMBER CORP. 


Vernonia, Oregon 


Old Growth Douglas Fir at Its Best 
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Douglas Fir 
White Fir 


Ponderosa Pine 


Here is the lumber 
to fill your bins with 
when Victory comes. 
Fine quality, altitude 
stock, well-manufac- 
tured, the kind of 
lumber that wins and 


holds trade. 


Southwest Lum- 
ber Co., Alamo- 
gordo, New Mex- 
ico. 




















CARR 
Lumber Company, 
Manufacturers of — 
“BILTMORE” © 
__ FLOORING 


saILTMORE! x 











‘THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 
DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 
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| Mr. Donnelly rejoined the Navy in De- 


cember, 1941, as lieutenant and engi- 
neering officer in naval aviation but 
was recently retired to inactive duty, 
at which time he returned to his new 
assignment with Wogd Conversion Co. 


Lumberman Provides 
Educational Loan Fund 
J. A. Mathieu, president of J. A. 


Mathieu, Ltd., Rainy Lake, Ont., and 
of The Rainy Lake Lumber Co., Ltd., 





J. A. Mathieu 
Rainy Lake, Ont. 





Chicago, has established a $10,000 
fund from which high or vocational 
school graduates! from the District of 
Rainy River in Canada may borrow in 
order to further their educations. The 
J. A. Mathieu Educational Fund will 
be administered by a board of men 
appointed from the District of Rainy 
River, who will also formulate the 
regulations governing it. 


Visits Pacific Coast 


Walter W. Mayer, New England 
representative of Diamond Match Co., 
wholesale lumber and building materi- 
als division, with headquarters in 
New Haven, Conn., was a caller at the 
AMERICAN LUMBERMAN offices 
on his way to the Pacific Coast to 
visit his company’s plants and con- 
tact firms with which Diamond Match 
Co. does business. Mr. Mayer will be 
on the West Coast for six weeks. 


Redwood Tract Sold 


J. Earl Morgan, president, Stephen- 
son Redwood Co., has announced the 
conclusion of negotiations for the sale 
of its redwood timber in Humboldt 
County, California, to the Holmes-Eu- 
reka Lumber Co., Eureka, Calif. The 
timber holdings consist of a little less 
than 4,000 acres, with estimated 
stumpage of 175,000,000 feet. 


Appointed Vice President of 
New York District 


Iron & Steel Products, Inc., Chicago 
33, dealers in rebuilt and second-hand 
railroad and contractors’ equipment, 
car parts, machinery etc., announce 
the appointment of David Newhall as 
vice president in charge of the New 
York district, with headquarters at 
780 Riverside Drive, New York 82, 
N. Y. 


Manager of Gypsum 
Production Operations 

Ora Fowler Grieve has recently 
been appointed manager of Gypsum 
Production Operations of The Celotex 
Corp. Mr. Grieve, formerly with the 
Certain-teed Products Corp. in a simi- 
lar capacity, will make his headquar- 
ters at the Celotex plant in Port Clin- 
ton, Ohio. 


Sells Business 

L. O. Swalm has sold the L. O. 
Swalm Lumber Co., Parsons, Kan., to 
M. J. Peters and associates of Kansas 
City, Mo., who will conduct the busi- 
ness as The Parsons Lumber Co. L. 


O. Swalm is retiring because of ill 
health. 


Awarded Army-Navy "E" 

The Frantz Manufacturing Co., 
Sterling, Ill., was presented the Army- 
Navy “E” award at ceremonies on 
Nov. 3. F. T. Wyne, president of 
Frantz company, accepted the award 
from Maj. M. C. Pratt of the Sixth 
Service Command, and Lt. Comdr. Jus- 
tin J. O’Shea of the Ninth Naval Dis- 
trict, U. S. N. R. presented the “E” 
pins to W. D. Seloover, a Frantz em- 
ployee for 23 years and the father of 
six sons now in the service. A. H. 
Prestin, executive vice president of 
Frantz, was master of ceremonies. 


Appointed Contract 
Sales Manager 

Murray Forsyth, who has ite con- 
tract manager 
for Lockwood 
Hardware Manu- 
facturing Co. in 
Midwest territory 
for the past six 
years, operating 
from Chicago, has 
been appointed 
contract sales 
manager for that 
company and will 
now make his 
headquarters at 
Fitchburg, Mass. 


Murray Forsyth 
Lockwood Hardware Manufacturing 
Co., makers of locks and builders’ 
hardware, is a division of Independent 
Lock Co. and maintains headquarters 
at Fitchburg, Mass. 


Logger's Hobby Leads to 
Congress 


Charles Savage, 38-year-old logger 
of southwest Washington, will enter 
the nation’s congressional halls as a 
result of his hobby of parliamentary 
procedure. When Savage was elected 
master of the Skyhomish Grange he 
had to learn how to conduct meetings. 
He liked it so -well he made .it :his 
hobby. 

Savage, whose home is in Shelton, 
Wash., was elected representative 
from the third district on the demo- 
cratic ticket, and when informed of 
his victory, calmly commented about 
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SALES OFFICE: 1204 Conway Bldg., CHICAGO 2, ILL. 
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SAW MILLS 


AVAILABLE FOR 


PROMPT DELIVERY 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 


matic pawl release on set head. Fast, power- ; 
ful dogs. Friction or Belt Feed, as preferred. Logged in eon Timber 
Ball Beari bor, and roller bearing Feed- 1908 -- 750,000,000 Feet of Stan 
wake i Gale Se 1942 - 750,000,000 Feet of Standing Timber 
. . HAS YIELDED 1,019,000,000 FEET 
Various sizes and dogs to meet your needs. 45% Hemlock, 15% White Pine, 40% Hardwood 
8 ay years’ experience in building Saw Sustained Yield Policy Equals Perpetual Supply 
Mills and woodworking machinery. DEFEND YOUR TRADE with 
MONTPELIER, VT. Neopit, Wisconsin 


Air-Dried - QUALITY LUMBER - Kiln - Dried 








¢ 


“ | SUGAR PINE 
U N Cy. California & ponpeRosa 
Ve on —— California Sierras High Elevation “Quality” 








Selects, Shop Lumber, * Steen Mill 
m= Pattern Lumber, Mouldings, “Faetesy 
Common Boards, Dimension ® Box Factory 


Members Western Pine Ass‘n 


Quincy Lumber Company, Inc. g:itcy.,.. 


Mills at Sales Office 
Quincy, California Quincy, California 
Sloat, California 0. C. Morris, Sales Mgr. 
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PAUL B. BERRY 
Grand Rapids 6, Michigan 


if you can furnish any of the follow- 
ing (or anything else) write or wire me. 


S cars 4/4’ Beech, HdMaple. Birch 
any grades 

10 cars 4 to 8/4’ Soft Maple. prefer 
upper grades 

10 cars 4/4°° & 5/4" Poplar. Sap Gum, 

prefer No. 1&Btr 

cars 2"° x 2" x 30°° what have you 

Rgh or KDS4S 

cars 5/8" what have you for drawer 

sides 

cars 1 23/32" Square or Round KD 

clear 8°’ & longer, any wood 

Can use KD, AD. SD Rgh S2 or 4S 

Interested in finished dimension. 


w 


ow 


ow 
















Ponderosa Pine 
California Sugar Pine 
Arizona Soft Pine 

White Fir 


WUICHET LUMBER CO. 


Shop—Selects—Common 
Dimension 
Pattern—Flask 


WRITE 


714 Railway Exchange Bidg., 
Chicago 4 | 














RUBBER PARTS 


—For 


\V Yates, Fay & Egan, Smith and Solem Ma- 
chine Rubber Parts. 


\ Double-End Tenor Rubber Blocks. 
\ Band Saw Tires—Belt Sander Tires. 
\ 
NV 


Pneumatic Drum Sander Tubes Replaced. 


Mallets 


i rite 












having to arrange for a train trip as 
Washington was a long way off. He 
ventured into politics in 1938, when 
he was elected to the lower house of 
Washington’s State legislature and he 
has retained that post through three 
terms. . 

Operating the first bulldozer used 


by the Simpson Logging Co. in 1932, 


his experience includes high-climber, 
scaler, faller, bucker—everything but 
a whistlepunk. 


Reported Missing in Action 


Lt. Harwood S. Sharp, naval scout 
bomber pilot and son of Selwyn J. 
Sharp, secretary California Redwood 
Assn., San Francisco, Calif., was offi- 
cially reported missing in action 
after the recent naval engagement 
with the Japanese off Formosa. Just 
prior to the action Lt. Sharp had been 
advanced to senior grade and was 
slated for a furlough home. 


New Home Building 
Department Manager 


The appointment of W. Ross 
Arbuckle as manager of the home 
building department has been an- 
nounced by T. J. Newcomb, sales man- 
ager of the Westinghouse Electric 
Appliance Division, Mansfield, Ohio. 
Mr. Arbuckle will develop a merchan- 
dising program on planned kitchens 


and laundries for homes and apart- 
ments and expand the company’s ac- 
tivities on major appliances in the 
apartment and multiple housing field. 


Elected a Vice President 


Felix N. Williams, general manager 
of Monsanto Chemical Co.’s plastics 
division at Springfield, Mass., was 
elected a vice president of the com- 
pany at a meeting of its board of 
directors on Oct. 25. 


. . Obituaries 


JACOB ABENDSHINE, 85, president 
of Lyman-Hawkins: Lumber Co., Akron, 
Ohio, and active in the lumber business 
for fifty years until his retirement four 
years ago, died Nov. 5. 


JOHN ALEXANDER, SR., 78, na- 
tionally known lumberman, died sud- 
denly Nov. 9 in a hospital in Aurora, 
Ill., having been stricken ill the eve- 
ning of Nov. 7. Although he had with- 
drawn from his extremely active busi- 
ness life about ten years ago, Mr. Alex- 
ander had resumed his business activi- 
ties after recovering from a critical ill- 
ness last winter and was still serving 
as officer and director in a number of 


companies at the time of his death. Mr. 
Alexander was connected with Alex- 
ander Lumber Co., Brittingham & 


Hixon Lumber Co., and The W. E. Terry 
Lumber Co., which own and operate re- 
tail yards in Illinois and Wisconsin; 
Sumter Lumber Co., Electric Mills, 
Miss.; Pioneer Lumber Co., Elrod, Ala.; 





ALL Woodworking Machinery — 


Tack and Screw Bumpers. 


for Spectal Wood Industries Rubher Catalog 


BROADWAY RUBBER MFG CO. 


“The Rubber House of the Americas” 
LOUISVILLE. 2,:KY. 


$29 E. BROADWAY — 














ENTERPRISE 


SAW MILL MACHINERY 


NOT DOWN TO A PRICE, 
but built to tried and proven 
principles of design and con- 
struction for profitable opera- 
tion. 


ENTERPRISE meets the require- 


ments for accuracy and speed of opera- 
tion with low maintenance cost. Give us 
details of your requirements for our rec- 


ommendations and prices. 


BALL BEARING 
TIGHTNER 















IMPROVED 
. GIAND 








Rely on Crosby for your 
postwar needs in South- 
ern Pine for quality, serv- 
ice and satisfaction. 


CROSBY LUMBER & MFG. CO. 


CROSBY, MISSISSIPPI 











MACHINE C' 
STEEL RACK 
A. AND, PINION 











RAILS 
BOM SIDES 





The ENTERPRISE COMPANY, 328 Main St., Columbiana, Ohio 
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Not all synthetic gloves 
are oil resistant! 


Stanzoils 
more hand safety 
for your money 


Fewer pairs needed in a year when you 
protect employees’ hands from preservative 
solutions, oils, acids, caustics with Stanzoils 
of DuPont’s neoprene—they give better 
protection 3 to 7 times longer than rubber 

. keep busy hands safe, prevent costly 
injuries and lost time. Workers like them 
—Stanzoils are the choice of hundreds of 
industries. Weights, sizes, lengths for all 
needs, black or white—including new light- 
weight RSW-13 with remarkable non-slip 
fingers. Write today for the whole story. 


Synthetic Rubber Division 


THE PIONEER RUBBER COMPANY 


272 Tiffin Rd., Willard, Ohio, U.S.A. 
New York Los Angeles 


Granzoil 


PIONEER 


MADE W/TH DU PONT NEOPRENE 











FIND OUT WHO OPERATES | 
CORLEY MILLS IN OUR AREA / 




















Concentration yard men are increasingly interested in 
where to buy Corley-cut lumber. They want Corley-cut 
lumber since it is free from miscuts and “rainbows”—and 
is profitable to handle. 


Corley-cut lumber is accurate because Corley mills are 


built to cut it that way. We 
CORLEY MILLS 


will be pleased to furnish a 
CUT 


list of the Corley mill op- 
Cccunale Lumber! 





erators in your area. You 
can then judge their lumber 
for yourself. 

















: Circular Sawmills, Edgers, Trimmers, and Accessory Equipment 
manatans staat . Ark. Neschen. ao ° cates. Ore. « Seattle, bai 








Protect Profits wit te 
MONARCH ONE MAN 
CAR DOOR OPENER! 


strained muscles 
slips or falls 
broken arms, legs 
or mashed fingers 
fatalities 

time wasted 
“gangs” needed 
time lost 


One man can open the most binding, balky 


box car door with the Monarch Car Door 
Opener. Get greater safety . .. speed 
loading and ag oy | sheds | . . order 
an ample supply to fill your needs ‘today! 


“17S 


MINING SAFETY DEVICE CO. 
Dept. AL, Bowerston, Ohio 


PRIORITY NEEDED 
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AMERICAN Lumber Handling Equipment 
for Saw Mills, Veneer Plants, Industrials 


Planer Feed Elevators 

Dry Kiln Car Loaders 

Dry Kiln Car Unloaders 
Automatic Lumber Stackers 
Hydraulic Veneer Lifts 
Dryer Feed Elevators 
Automatic Press Loaders 
Hydraulic Elevating Tables 


Passenger, Freight & Industrial Elevators 


DESIGNERS AND MANUFACTURERS 
aN OF SPECIAL EQUIPMENT 


PUCoA MANUFACTURING COMPANY INC 


ELEVATORS 


2119 Pacific Avenue, Tacoma 2, Washington 
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DeKalb & Western Railroad Co., De- 
Kalb, Miss., and formerly served as a 
director of McCloud River Lumber Co., 
McCloud, Calif.; Lake Superior Lumber 
Co., Ontonagon, Mich.; Alexander-Stew- 
art Lumber Co., Wausau, Wis. and 
others. A member of various organi- 
zations, he was long active in civic af- 
fairs and charitable institutions, but 
his philanthropic deeds were little pub- 
licized. Besides his widow, Mr. Alex- 
ander is.survived by two sons, John, 
Jr., president of the Alexander Lumber 
Co., and George, president of the Alex- 
ander Warehouse & Sales Co., now on 
active duty as a naval lieutenant with 
the fleet in the Pacific; a daughter, a 
sister, and seven grandchildren. 


CLARENCE MENGEL “BUN” AM- 
BROSE, 55, proprietor of the Pacific Fir 
Co., Seattle, Wash., died Oct. 30. He 
organized the .C. M. Ambrose Co. of 
Seattle, which his son, Clarence M. Am- 
brose, Jr., now runs, and also estab- 
lished the Liquefied Gas Corp. Surviv- 
ing besides his son are his widow and 
his brother, George F. Ambrose, Bell- 
ingham, whom he joined in 1922 in pur- 
chasing the Pacific Fir Co., later be- 
coming sole owner. 


EMIL GEEST, 68, proprietor of Emil 
Geest Lumber Co., Aptakisic (P. O. at 
Prairie View, Ill.), died Oct. 6, after 
several months of illness. Survivors 
include his widow, a daughter, and five 
stepchildren. 


W. DAVISON HILL, 85, prominent 
Nova Scotia lumberman, died in Truro, 
N. S., Nov. 6. 

ROBERT E. 
dent of 
yards 
wan, 
Rock 


JOHNSTON, 67, 
Johnston Lumber Co., 
in Kewanee, Rock Falls, 
and Osco, died at his 
Falls, Ill., Oct. 28, 


presi- 

with 
Anna- 
home in 
following an 


illness of several years. Despite his ill- 
ness, he visited his office daily and 
made trips to his branch establish- 
ments, and had been active in civic af- 
fairs. His widow, two daughters, and 
two sons survive. 


MRS. W. FRED LIGHTSEY, 65, 
widow of W. Fred Lightsey, Miley, 
S. C., died suddenly and unexpectedly 
on Oct. 31. Mrs. Lightsey was active 
in church work. She leaves two sons, 
Norris Lightsey and Oswald Lightsey, 
general manager of Lightsey Bros., 
Miley, S. C. 


EDWARD I. LOUD, 63, vice president 
and general manager of Rhines Lum- 
ber Co., Weymouth, Mass., died at his 
home there recently, after an illness of 
more than a year. He was active in 
other businesses and was a member of 
various fraternal and lumber organiza- 
tions. His widow and a son survive. 


GEORGE A. MARTIN, who would 
have been 80 years old Nov. 7, board 
chairman of The Sherwin-Williams Co., 
midwest industrialist, and paint and 
chemical pioneer, died in Cleveland, 
Ohio, Oct. 31. He was an inveterate 
business traveler, having returned only 
a few weeks before from a 10,000 mile 
trip through South America. -Mr. Mar- 
tin was also active president until his 
death of Acme White Lead & Color 
Works, Sherwin-Williams Companies of 
Canada, Cuba and Argentina and other 
companies; vice president of Lowe 
3ros. and Martin-Senour; as well as a 
director of other companies and the 
Cleveland Baseball Club and Metropoli- 
tan Opera Association. 


JUDGE BERNARD MASON, 75, presi- 
dent of Minter Homes Corp., Hunting- 
ton and Kenova, W. Va.; Mingo Line & 
Lumber Co., Williamson, W. Va., and 
Grundy, Va.; New River Lumber Co., 


Narrows and Blacksburg, Va., and of 
Ripplemead (Va.) Lime Co., and instru- 
mental in the founding of all those 
companies, died at his home in Pearis- 
burg, Va., on Oct. 22. He is survived 
by his widow, three daughters, and two 
sons, D. W. Mason of Pearisburg, Va., 
and George E. Mason of Blacksburg, 
Va., both actively engaged in the lime 
and lumber business. 


OTTO H. MERZ, 50, founder and head 
of Convertible Door Manufacturing Co., 
Milwaukee, Wis., died Nov. 8 at his 
home in that city, after a heart attack. 
He was a member of the Wisconsin Re- 
tail Lumbermen’s Assn. His widow, 
two sons, mother, and a sister survive. 


PFC KENNETH W. MOXLEY, son of 

Ward Moxley, for many years mana- 

sger of Briggs Lumber Co., Inc, 
Oneonta, N. Y., and now at Norwich, 
N. Y., was killed in action in Belgium 
on Oct. 26. His parents survive. This 
is the first Gold Star on a roll of eight 
men from the Briggs company. 


ALBERT J. OLIVER, organizer and 
proprietor of A. J. Oliver Lumber Co., 
Detroit, Mich., died at his home there 
recently. His widow, three sisters, and 
two brothers survive. 


V. L. STONE, 75, commission lumber- 
man of Lenoir, N. C., for the last 25 
years, died in that place on Oct. 31. He 
was active in fraternal organizations. A 
son, Earl, survives. 


J. W. SULLIVAN, 73, founder and 
chairman of the board of Skilsaw, Inc., 
Chicago, died Oct. 26 at his home in 
Evanston, Ill. Last May he and: Mrs. 
Sullivan celebrated their golden wed- 
ding anniversary. A -son, Bolton Sul- 
livan, president of Skilsaw, Ine., also 
survives. 








BILES-COLEMAN LU 


OMAK-KWALITY 


Window, Door 
and Cellar 
FRAMES 


Trim, 


Oe Member Western Pine Asan. 


MBER CO., Inc. 


Mouldings, Casing, 
Base, Finish Lumber, Furni- 
ture Specialties, Etc. 








District Sales 
Representatives 
Mr. BR. F. Taylor 
No. 24 Welwyn Road 


Great Neck, L. L., 
New York 


Pron pex Noe 
Crystal Lake, Ill. 




















OMAK, 
WASH. 











PILOT ROCK PINE 


Soft-Textured Ponderosa from the John Day District of Eastern Oregc 


100% Kiln- Drie 


Modern 


6 Moore cross-circulation kilns 
modern design. 


manufacturing 


equipment . . Planing mill. 


Specializing in 
SELECTS and 
No. 2 COMMON 


7 Pilot Rock Sales Agency 


203 Radio Central Bidg., Spokane, Wash. 
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